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NEW YORK UNDERWRITERS As. | Insurance 


In Force 
INSURANCE COMPANY San 
CAPITAL $2.000.000. $127,000,000 
A. & J. H. STODDART, General Agents Sie ee 
’ President” 
100 William Street - - - - New York City He i ere 5, tn. 





FIRE - AUTOMOBILE - WINDSTORM 
BUSINESS INTERRUPTION INDEMNITY 


YP”: 


V. P. & Treas. 


H. B. Seay, 

Vice President 
P. N. Thevenet, 

V. P. & Secty. 
P. V. Montgomery, 

V. P. & Actuary 




















Ask Him Another! 


Clarence Randall, Superintendent of 
Agents, is the Franklin fieldmsn’s en- 
cyclopedia and guide. He goes from 
one agency to another conducting 
group meetings which he calls “an ex- 
periment in agency schools.” Franklin 
agents refuse to call them “an experi- 
ment.” They have found that Ran- 
dall’s selling methods and practical 
business instructions are an active aid 
to production, which is the acid test 
of any Home Office Help. 

Mr. Randall won his spurs as a per- 
sonal producer for The Franklin, he 
organized a successful agency under 
adverse conditions; he understands 
agency problems because he has met 
them on the firing line; and he has 
the knack of imparting his knowledge 
and experience to others. 

Clarence Randall is that part of 
Franklin “Home Office Help” which 
keeps in constant and practical contact 
with the men in their own territories. 


The Franklin Life Insurance Company 
Springfield, Illinois 





Home Office Help,— 
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>i —_ Ps 
FORT SCOTT, KANSAS 





The Western Automobile Insurance Company 
The Western Automobile Casualty Company 
The Western Fire Insurance Company 


HOME OFFICES 
FORT SCOTT, KANSAS 


Established in tgtc, 

Operating in 20 States, 

Combined Assets $2,870,200. 

Combined Capital and Surplus $1,080,392. 
Cash Income, 1927, $2,002,796. 
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Desirable Agency opportunities 
in unoccupied territories 


E. C. GORDON RAY B. DUBOC 
Secretary President 
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A Plain Statement 


While gratified by the large increase in its new 
business, this Company is primarily interested in 
the carrying out of a well defined, long time pro- 
gram of development consisting of— 


1st —Specializing on the larger and more desir- 
able risks through its Preferred Life Plan 
and offering to this group the unusual 
savings to which this plan of operation 
entitles them. 

2nd—The building of a high type of sales or- 
ganization capable of dealing with the 
business and professional men who make 
up this Preferred group. 

3rd—The training through personal instruction 
and group conferences of its Managers 
and General Agents in the essentials of 
sales management, so they may success- 
fully recruit and train this better class 
of salesmen. 


We believe this program will not only secure the 
continued sound growth of the Company, but will 
create a most unusual opportunity for those associated 


with it. 
HOME LIFE 
INSURANCE COMPANY 


Ethelbert Ide Low, President 
james A. Fulton, Agency Vice President 


256 Broadway, New York, N. Y. 




















That Company— 


In an expanding mood pre- 
sents many wonderful opportu- 
nities to men of character and 
good record. Openings in Cal- 
ifornia, Oregon, Utah, Arizona, 
Nevada, Idaho, Wyoming, Okla- 
homa and Texas. 


Insurance in force, 


$100,000,000 


Admitted Assets, 
$14,250,000 


Direct Home Office Contracts 
CALIFORNIA STATE LIFE 


J. ROY KRUSE, President 
Home Office: Sacramento 














NOW READY 
AN IMPORTANT NEW BOOK FOR LIFE 
UNDERWRITERS AND TRUST OFFICERS 


LIFE INSURANCE 
TRUSTS EXPLAINED 


By Herbert M. Olney 
Member of the New York Bar 
Trust Officer, Liberty National Bank and Trust Company 
in New York 


Life Insurance Trusts have already been estab- 
lished for sums running into the hundreds oi 
millions of dollars, and 


The Possibilities for New Business 
Are Enormous! 


The Life Insurance Trust is a common meeting 
ground for 


The Underwriter and the Trust 
Officer 


and the business of both can be promoted 
through the greater use of Insurance Trusts. 
Policyholders and their beneficiaries are like- 
wise very greatly benefited by the combined 
services rendered by 


Life Insurance and Corporate 
Trustees 


Every underwriter and trust officer should 
study Mr. Olney’s book, which contains the 
information needed by them for the develop- 
ment of the best service in adapting insurance 
to the needs of beneficiaries. 


The chapter titles are: General Explanation 
and Definitions; The Unfunded Insurance 
Trust; The Funded Life Insurance Trust: 
Matters of Trust Administration; Planning 
the Trust; Trust Settlements Increase Useful- 
ness of Insurance. The General Policies for 
Cooperation adopted by the Life Underwriters’ 
Association of New York and the Corporate 
Fiduciaries Association of New York, are alse 


given. 
Price $1. 
THE SPECTATOR COMPANY 


CHICAGO NEW YORK 








Thursday 














Tre Spectator is published every Thursday by The Spectator Company, at 135 William Street, New York, N. Y. Entered as second-class matter June 28, 1879, 
at the postoffice, New York, N. Y., under the act of March 8, 1879. Tue Spectator, Volume CXXI, Number XIV, October 4, 1928; $4.00 per annum. 
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DETRICK PRESIDENT 


Commissioners Honor California 
Officer 


LUNING’S DEATH CURTAILS PROGRAM 


Victim of Heart Attack at Sylvan Lake— 
Sixteen Years a Commissioner—Ac- 
quisition Costs for Life Compa- 
nies Paramount Discussion 
The 59th annual meeting of the National 
Convention of Insurance Commissioners closed 
Thursday afternoon, owing to the sudden death 
of John C. Luning, commissioner of insurance 
of Florida and ex-president of the convention. 
Mr. Luning died suddenly of heart disease at 
Sylvan Lake, on Wednesday afternoon. Mr. 
Luning, through his fearlessness and fairness 
and his intensity of purpose had won the esteem 
of his associates, and his passing, amidst the 
heighth of the convention festivities, caused a 

gloom which overshadowed all other events. 
Charles A. Detrick, insurance commissioner 
of California, was elected president at the final 
session; James A. Beha, Superintendent of In- 
surance of New York, vice-president, and H. P. 
Dunham, commissioner from Connecticut, sec- 
ond vice-president. The executive committee is 
composed of Ray Yenter of Iowa as chairman, 
and S. A. Olsness of North Dakota, John E. 
Sullivan of New Hampshire, C. C. Wysong of 
Indiana, R. B. Cousins of Texas, W. C. Staf- 
ford of Ohio, and D. C. Lewis of South Dakota. 
Other business transacted at the final meeting 
was the adoption of a resolution expressing re- 
gret of the convention at the loss of Wesley E. 
Monk, former commissioner of Massachusetts, 
as a member of the convention. Mr. Monk 
resigned his position as a result of the recent 
compulsory automobile rate controversy in his 
home State. A resolution offered by a commit- 
tee composed of Commissioner Freedy of Wis- 
consin, Livingston of Michigan, and Dunham of 
Connecticut, on the simplification by standard- 
ization of insurance agents’ applications and 
requests for a license, recommended that there 
be no change which would entail additional ex- 
pense to the companies; that companies be billed 
monthly for license fees and that the practice 
of requiring payment in advance of the issuance 
of licenses be discontinued; that no detailed ap- 
plication be required for the renewal of a 
license and that original applications should not 
call for irrelevant and unnecessary information; 
that no demand should be made for the payment 
of fees before application blanks are furnished 
to the companies nor should any demand be 
made for the payment of fees prior to the issu- 
ance of licenses or renewals; that no require- 
ment lists more than sixty days prior to renewal 
date should be made; and that applications for 
licenses may be made either from the home of- 
(Concluded on page 18) 


“TELLING AND SELLING”’ 
IS KEYNOTE 


Insurance Advertising Conference Has 
150 Members in Attendance 


CLIFFORD ELVINS PRESIDES 


—_——— 


Gathering Hears W. S. Barnhart, Roger B. 
Hull, Judge Ryon and Other Speakers 
—Public Relations Report Discussed 


[Special Despatch from a Staff Correspondent] 

WasuincTon, D. C., October 1—The key- 
note of the sixth annual meeting of the Insur- 
ance Advertising Conference, in session at the 
Hotel Washington here, was struck by A. G. 
Dugan, Jr., of the Hartford Fire Insurance 
Company, and proved to be “telling and selling 
the agent and the public.” Ways and means of 
obtaining and training new agents were stressed 
by Mr. Dugan who declared that the confer- 
ence, because of the keynote of its meeting and 
the way in which it would be carried out, could 
benefit the entire insurance business. 

The first joint session this morning was pre- 
sided over by Clifford Elvins, president of the 
conference, and the honors of the morning were 
equally divided between W. L. Barnhart, di- 
rector of publicity for the National Surety Com- 
pany, New York; Roger B. Hull, managing di- 
rector of the National Association of Life Un- 
derwriters, and Judge O. B. Ryon, consulting 
counsel of the National Board of Fire Under- 
writers. About 150 conference members and 
delegates attended. The addresses of Mr. Barn- 
hart and Judge Ryon are summarized elsewhere 
in this issue. 

Mr. Hull, staying fairly close to the text of 
his remarks before the convention of the Na- 
tional Association of Life Underwriters in De- 
troit recently, declared that America’s next great 
bill of rights will come from a new conscious- 
ness on the part of big business, notably insur- 
ance, of the necessity for taking the public into 
confidence and explaining the operations of the 
business through a public relations program 


supplemented by co-operative advertising. 


W. W. Darrow, of the Home Insurance Com- 
pany, New York, submitted the report of the 
public relations committee which discussed the 


‘ public relations program prepared by the con- 


ference for the various life, fire and casualty 
organizations in the business he also suggested 
that a fire insurance program be prepared by 
the conference for the next meeting of the 
National Association of Insurance Agents. 
John H.° Mitchell, of Barron Collier Company, 
preceded Mr. Darrow and described the bene- 
fits of advertising in street cars and trains. 
At the luncheon session Merle Thorpe, editor 
of the Nation’s Business, outlined the workings 
of the Chamber of Commerce of the United 


(Concluded on page 15) 
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CASUALTY AND SURETY 
MEN IN SESSION 





Joint Convention Being Held at White 
Sulphur Springs 


AUTO EXCHANGES UNDER DISCUSSION 


A. Duncan Reid Pledges Committee to Co- 
operate With American Automobile 
Association 
By W. Eucene RoescH 
WHITE SuLPHUR Sprincs, W. Va., Oct. 2.— 
The American Automobile Association is op- 
posed to compulsory automobile liability insur- 
ance laws, but believes that the members of its 
organization constitute preferred risks from an 
underwriting standpoint, declared Thomas P. 
Henry, president of the association in an ad- 
dress here at the Greenbrier hotel today. The 
address was made before the joint convention 
of the International Association of Casualty 
and Surety Underwriters and the National 
Association of Casualty and Surety Agents, 
which opened its first session this morning with 
E. A. St. John, president of the former, in the 
chair. Mr: Henry insisted that the failure of 
insurance companies to recognize the members 
of the A. A. A. as preferred risks and so grant 
them preferential rates was responsible for the 
fact that local automobile clubs had formed in- 
surance exchanges which offered automobile in- 
surance and personal accident insurance to their 
members. His address is summarized elsewhere 

in this issue of THE SPECTATOR. 

President St. John in his opening remarks 
discussed the acquisition cost problem, and said 
that the present rules were working out satis- 
factorily in New York, and there was hope that 
disturbed conditions in other centers would soon 
be solved. He also touched on the losses ex- 
perienced during the past decade, but gave it as 
his opinion that the expense constant and other 
measures recently introduced would correct 
conditions. 

Walter W. Head, ex-president of the Ameri- 
can Bankers’ Association, was one of the 
featured speakers of the morning session, and 
his topic of “A Changing World” aroused the 
enthusiasm of nearly 300 delegates and guests. 
Mr. Head pointed out that the trend of big busi- 
ness was toward new and more important con- 
solidations, and that the great business corpora- 
tions of the future must look for humanity in 
their leaders and a willingness to seek public 
confidence if they would retain the trust of the 
public. “Capital must be kept at work for 
men and men must not simply work for capital,” 
was Mr. Head’s dogma. To an increasing de- 
gree workers in industry are becoming stock- 
holders and as such have a new and sounder 
voice in the management of business, said Mr. 

(Concluded on page 21) 
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OBERT L. JONES, general agent in New 
York of the State Mutual Life Insurance 
Company of Worcester, Mass., frequently sends 
to his friends and customers a letter embodying 
some interesting idea or circumstance. Late 
last week one of these came to my desk, and 
there was in it a reproduction of a familiar 
card that was used by the Life Underwriters 
Association of New York to get a record of at- 
tendance at their monthly dinner meetings. 
Eight years ago, when Mr. Jones was president 
ot that body, Herbert Hoover came as a speaker 
representing the European Children’s Fund. He 
signed one of the slips, which Mr. Jones at 
once pocketed, saying, “Mr. Hoover, I will put 
this in my wallet and preserve it against the 
day that you are President.” Now Mr. Jones 
confidently believes that all is over but the 
shouting. 
*x* * * 
OMEONE speaking at the meeting this 
week of the National Safety Congress on 
the subject of traffic control quotes my good 
friend Harvey Wiley Corbett, president of the 
Architectural League, on future metropolitan 
life. By accident I have lost track of the name 
of the speaker and have only the following 
clipping showing what he says about Mr. Cor- 
bett’s future city: 

“Harvey Wiley Corbett, president of the Ar- 
chitectural League, here in New York, believes 
the traffic problem of the future city will be 
solved by the abolition of all automobile traffic. 
He says ‘autos will pass because of inability to 
traverse streets.’ He was speaking, however, 
of the future city ‘fifty miles across and with a 
dense population of 50,000,000.’ ” 


xk *k x 


CORRESPONDENT in St. Louis, writing 

about some aftermaths of the International 
Life Insurance Company scandal, includes in 
his report the following paragraph: 

“Circuit Attorney Howard Sidener of St. 
Louis went to Chicago, August 31, with the an- 
nounced intention of getting Toombs, but he 
has compromised and gone on a fishing trip to 
Wisconsin.” 

One cannot help but hope that the circuit 
attorney’s piscatorial abilities are more potent 
than his knowledge of Blackstone. Otherwise 
the Wisconsin trout are as safe as the errant 
Mr. Toombs. 


* *« * 


HERE is a rumor current, which cannot be 

verified through the proper sources, that 
the life insurance world has a debacle facing 
it, which will be as astounding, nearly as impor- 
tant in aggregate figures, and as unsatisfactory 
in its results as were the International Life in- 
surance disclosures. From the angle of legal 
reserve insurance it will not, however, be quite 
as distressing; as the rumor is that the organ- 
ization under discussion is not a legal reserve 
life insurance company. 





ERE’S where I turn this column over to 

Harry F. Besosa, National Surety Com- 
pany agent at San Juan, P. R., who in the letter 
to Chairman Wm. B. Joyce, gives vivid pic- 
ture of conditions during and after the terrific 
hurricane which practically devastated the Island 
of Porto Rico: 


As I advised you by cable, we miraculously 
suffered no personal injury. While during the 
twelve hours that the terrific hurricane was 
blowing over us at a rate of at least 150 miles 
per hour and homes, trees, palms, poles, etc., 
were flying to pieces around us, through some 
miracle unexplained by wus, nothing fell upon 
our home and while the roof suffered consider- 
ably and we were drenched in water, we were 
of the most fortunate. Our trees and palms 
around our home were broken like matches, but 
the pieces fell upon our driveways and not one 
fell upon our house, as occurred in the majority 
of cases. 

My son who was caught by the hurricane in 
a mountain town, was blown, house and all, 
over 25 yards and while sailing through the air 
like an airplane was not aware of the fact that 
the house had been torn from its foundation, 
and had been carried to another place. So 
strong was the wind that there was not the 
slightest jar when the house was carried away 
and placed against a coffee warehouse. Had it 
not been for this warehouse, the house would 
have blown over the mountainside and God 
only knows what the consequences might have 
been. 

At our office our roof was broken in by flying 
wooden and iron girders from the surrounding 
bu‘Idings and we suffered considerably from 
water. However, nothwithstanding the damage 
which we have suffered we have been of the 
most fortunate because we have no personal 
injury to lament. 

As far as the island is concerned, it has been 
completely devastated. All crops have been 
seriously damaged. The water, electric and 
transportation systems have been damaged. And 
as yet we have no communication with a great 
part of the island, since the roads have not been 
cleared of trees and obstacles or bridges re- 
paired. However, I have been to several towns 
and found that crops have been completely 
blown down and burnt by the wind. All busi- 
ness is practically at a standstill, and those of 
us who have been the least sufferers are en- 
deavoring to give relief to over 500,000 poor 
people who have been left completely destitute 
of homes, clothing and food. 

No doubt, more than half a million of our 
poor people living in the country districts will 
suffer hunger until the relief which has been 
so generously offered by the American Red 
Cross and Administration at Washington reaches 
us, and same can be distributed. As a matter 
of fact, as I sit at my desk dictating this letter 
I see the first transport with supplies entering 
our harbor. This will be of great assistance in 
feeding the destitute. 


*x* * * 


RANKLIN D. ROOSEVELT is one of the 

most distinguished insurance men in pub- 
lic life. Governor Smith’s personal appeal in- 
duced him to accept the democratic nomination 
for the governership of New York. He is 
vice-president of the Fidelity and Deposit Com- 
pany of Baltimore. 


4 


ATTENDED the convention of the Na- 

tional Association of Insurance Agents, held 
at West Baden, on the magic carpet of my 
imagination. More tangible evidence, however, 
of what was taking place out there was to be 
found in the pile of telegraphic despatches and 
manuscripts which arrived at this office. So 
we boys who were forced to stay at home and 
mind the baby had quite a little convention of 
our own—everything but the handshaking and 
the spring water. 

x * x 

N preparing numerous talks and addresses for 

publication, I was led to reflect on the amaz- 
ing difference between the written and spoken 
word. An informal, more or less humorous 
talk, gracefully delivered to a sympathetic and 
responsive audience will be the hit of the oc- 
casion, but the same speech, refracted in the 
cold light of type, will quite possibly seem inept 
and rather dull. Similarly, a carefully pre- 
pared speech, packed with sound thought and 
valuable information, if delivered before a rest- 
less audience, will fail to achieve that necessary 
rapport between speaker and listener and grow 
a bit tedious, particularly if it be long; yet this 
same speech will make much better reading 
than any of the clever talks which outstarred 
it on the program. 

x Ok Ok 
i Garon point was very nicely brought out by 
Major Andrew White, the radio announcer, 

in an unpartisan discussion of the effectivenss 
of the presidential nominees over the radio. 
Governor Smith, who talks extemporaneously 
in a homely, conversational manner over the 
radio, is more popular with radio fans than many 
of the professional entertainers. Mr. Hoover 
has been making a few, meticulously prepared 
speeches, which he reads entirely from manu- 
script. His language is formal, as is his de- 
livery, so that he brings to his broadcasting no 
element of personality, no advantage except 
what may be inherent in the speech itself. 

To weave Major White’s point into the thread 
of my own argument, allow me, without dis- 
closing my personal political affiliations, to give 
you my impression of the published speeches of 
the two candidates purely as effective pieces of 
writing and without consideration of their con- 
tent. It is my belief that Governor Smith 
scores effectively over the radio to the sacrifice 


‘of the appeal to readers of the stenographic re- 


port in the newspapers the next day. Some of 
his speeches, brilliant from an oratorical and 
argumentative point of view, read jerkily and 
do not begin to show the fine style which the 
Governor has exhibited in his State papers. 
Mr. Hoover, on the other hand, muffs his op- 
portunity to score a knockout in the first round, 
when he has a huge audience, seen and unseen, 
ready to follow his every word, provided they 
are colorful enough, but if he can carry the 
fight over to the morning editions, he is liable 
to win the decision. 
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INTERSTATE RATE AGREEMENT 

NREGULATED competition in 

any branch of the insurance busi- 
ness brings disaster to the companies, 
discrimination between the insured and 
trouble to the insurance commisisoners. 
If and as this nation progresses, every 
economic and commercial development 
must be cared for insurancewise. Usually 
there are no satisfactory provisions in 
the insurance law to properly regulate 
these innovations and, without precedent, 
they are handled by old-fashioned com- 
petitive methods, which means rate cut- 
ting. The growth of interstate owner- 
ship of commercial enterprises, such as 
chain stores and mail order houses, has 
developed a need for a master policy and 
other facilities for caring for interstate 
coverages. Fire rate-making machinery 
is inadequate, and the insurance laws do 
not give commissioners the authority to 
provide the necessary facilities. Business 
corporations demand simplicity in their 
insurance business, and the laws regulat- 
ing fire insurance companies prevented 
this from regularly licensed companies. 
To meet unauthorized insurance competi- 
tion, it was a natural development that 
these policies should be written under in- 
land marine contracts, as the marine busi- 
ness was subject to practically no regula- 
tion. Marine underwriters proceeded to 
offer full coverage floaters at rates which 
approximated as low as 50 per cent of 
the rates established by fire rate-making 


organizations. Competition became keen 
between marine underwriters and, in 


many instances, it was found that marine 
underwriters were even in direct competi- 
tion with the fire departments of their 
own companies. 

Recognizing that something must be 
done, several of the larger fire insurance 
corporations worked out a plan through 
which, by the establishment of an inter- 
state underwriting bureau, this class of 
fire insurance business could be properly 
regulated with uniform forms and a 
standard average rate. Under this 
method an interstate corporation would 
have all of its fire insurance covered by 
one policy at one rate. This rate would 
be the average rate for all of the proper- 
ties owned by it in the various states, with 
proper weight given to each individual 
rate as to the amount insured. This rate 
would be mandatory upon all companies 
subscribing to the bureau, and by state 
enactment would be the proper charge 
for all companies writing a risk within 
the state. The plan submitted by the 
Eastern Underwriters’ Association after 
a thorough study was heartily endorsed 
by Commissioner Livingston of Michi- 
gan, and recommended to the commis- 
sioners at their convention at Rapid City 
last week. The plan makes available 
needed protection, prevents discrimina- 
tion between small merchants and large 
corporations, brings a proper distribution 
of taxes to the states, and will prevent 
writing of business by unlicensed brokers. 

Fire insurance companies are to be 
commended for taking initial steps to 
have this vast business properly written 
under salutary laws at equitable rates. 
It is to be hoped that these parties to the 
agreement will give the plan a practical 
support and will not, as has been done 
with such other agreements previously 
made, immediately endeavor by devious 
ways to undermine its force and defeat 
its purpose. 





A COMMITTEE THAT WORKS 

HE committee on insurance of the 
National Wholesale Druggists’ As- 
sociation is one that might well be dupli- 
cated by other associations which, through 
national co-operation, seek to promote the 
best interests of their members and work 
to maintain high standards of business 

ethics in the professions they represent. 
The Wholesale Druggists’ Association 
is holding its fifty-fourth convention this 
week at Atlanta, Ga., and an important 


5 


feature of its program was the report of 
the committee on insurance, of which P. 
A. Hayes is chairman. The committee, 
believing its work would be most effective 
through issuing interim reports, during 
the past year issued three such reports on 
the liabliity of the wholesale druggist to 
the public for articles bearing his label 
or trade mark; property damage insur- 
ance for wholesale druggists; and group 
insurance for wholesale druggists. One 
result was a “flood of correspondence and 
inquiry from our membership.” 


It is easy to see how the interests of 
the druggists have been enhanced by the 
work this committee has done by present- 
ing to them, from what they realize to be 
a purely disinterested point of view, the 
need and value of fire insurance, as well 
as the protection that may be secured for 
individual employees through the group 
insurance plan that has grown so tre- 
mendously in the United States during 
the past decade. The community as a 
whole is likewise benefitted since it is a 
part of the committee’s work to dis- 
seminate information regarding the pre- 
vention of fires and to aid in every way 
the efforts of such an organization as the 
National Safety Council to lessen the 
dangers of industrial accidents and dis- 
ability. 

As a part of its report at Atlanta the 
insurance committee presented data re- 
garding the annual fire losses in the drug 
industry prepared by the National Board 
of Fire Underwriters and also a summary 
of fire losses and general insurance prob- 
lems by the Fire Protection Association. 

The National Wholesale Druggists’ 
Association is to be congratulated upon 
the fact that it has such a committee and 
the committee itself is to be congratu- 
lated upon the fine work that it, quite 
evidently, is accomplishing. 





A last was a reasonably good 
month as regards fire waste. The 
loss in the United States and Canada, 
according to the records of the Journal 
of Commerce, having been but $17,723,- 
600, compared with $24,299,800 in 
August, 1927, and $27,833,400 in the same 
month in 1926. The property loss in the 
first eight months of the current year was 
$209,878,800, or more than $15,000,000 
less than in the corresponding period last 
year, and $78,000,000 below the fire 
waste in the first eight months of 1926. 





Life Insurance 


THE SPECTATOR 





Thursday 








CONVENTION PROGRAM 


Life Company Executives to Hear 
Important Addresses 








ST. LOUIS PLANS PROMISING 





Walton L. Crocker and Hon. William P. 
MacCracken Among Speakers Sched- 
uled for American Life Con- 
vention 
Walton L. Crocker, president of the John 
Hancock Mutual Life Insurance Company of 
Boston, Mass., will be one of the principal 
speakers at the nineteenth annual meeting of 
the American Life Convention to be held at 
Hotel Statler, St. Louis, Mo., on October 10 

and 11. 

The convention and its sections, legal, finan- 
cial, office management and agency, will be in 
session at St. Louis from October 8 to 12 in- 
clusive, and it is anticipated that approximately 
700 company executives and department heads 
will visit St. Louis for the gathering. 

The central location of this year’s meeting 
place and the importance of the many questions 
that are scheduled to come up for consideration 
undoubtedly will attract a record attendance. 

The complete program for the main coven- 
tion meeting is as foilows: 


WEDNESDAY, OCTOBER 10 
10:00 O’crock A. M. 

Address of Welcome—Walter Weisenburger, presi- 
dent, St. Louis Chamber of Commerce. 

Address of President—O. J. Arnold, president, 
Northwestern National Life Insurance Company, Min- 
neapolis, Minn. 

Report of Secretary—Claris Adams, secretary and 
general counsel, American Life Convention, St. Louis, 
Mo. 

Address—Walton L. Crocker, president, John Han- 
cock Mutual Life Insurance Company, Boston, Mass. 


AFTERNOON—2:00 O’cLock 

“Some Executive Problems in a Growing Company” 
—Robert W. Huntington, president, Connecticut Gen- 
eral Life Insurance Company, Hartford, Conn. 

“How Life Insurance Can Help Aviation’’—Gor- 
don Thomson, vice-president, West Coast Life Insur- 
ance Company, San Francisco, Calif. 

““Agency Cost Accounting’’—Henry Abels, vice-presi- 
dent, Franklin Life Insurance Company, Springfield, 
Til. 


Eventnc—DINNER DANCE 


THURSDAY, OCTOBER 11 
10:00 O’crocx A. M. 

Address—Hon. William P. MacCracken, Jr., As- 
sistant Secretary of Commerce for Aeronautics. 

Address—Hon. A. S. Caldwell, commissioner of in- 
surance, Nashville, Tenn. 

‘‘Well-Balanced Progress’—Emmet C. May, presi- 
dent, Peoria Life Insurance Company, Peoria, IIl. 


AFTERNOON—2:00 O’cLocK 

Introduction of Guests. 

Association of Life Insurance Presidents. 
National Association of Life Underwriters. 
Other insurance organizations. 

“The Contribution of Inspection Service to Life In- 
surance’—Lee N. Parker, vice-president, American 
Service Bureau, St. Louis, Mo. 

“Co-ordination of the Departments of a Life In- 
surance Company’”—Hillsman Taylor, president, Mis- 
souri State Life Insurance Company, St. Louis, Mo. 

Tribute to memory of T. W. Blackburn. 

J. B. Reynolds, president, Kansas City Life, 
Kansas City, Mo. 


E. W. Randall, president, Minnesota Mutual 


Life, St. Paul, Minn. 
Isaac Miller Hamilton, president, Federal Life, 
Chicago, Iil. 


EvENING—EXECUTIVE SESSION 


Reports of committees. 
Election of officers. 


Canada Life Acquires Building Site 

Toronto, CANADA, Sept. 29.—The Canada 
Life Insurance Company has acquired a large 
block of property extending from Simcoe 
street to University avenue, and with a front- 
age on Queen street. This is about half a mile 
northwest of its present building, which is in 
the heart of the financial section of the city, 
and which the company has outgrown. 


Guardian Life Field to Honor President 
Heye in October 

The month of October has been designated 
President’s Month by the Guardian Life In- 
surance Company of America, in honor of 
President Carl Heye. Binders containing eight 
applications have been sent to every fieldman. 
Each application represents an arrow, shot at 
the target shown on the cover of the binder. As 
each circle is pierced in succession, the eighth 
arrow finds lodgment in the bull’s-eye. The 
completed target is then signed and mailed di- 
rect to President Heye by. the fieldman. 

In this way, each individual representative of 
the Guardian has the privilege of reporting di- 
rectly and personally to his president in 
October. 

















IN ALL FAIRNESS 


Question any successful man who 1s under- 
insured about one phase of his life. His com- 
ment will be interesting. 


Ask him if it isn’t true that one reason he 
won the wife of his choice was that 
she expected happiness and comfort 
because of his affection and his ability 


and prospects. 


In all fairness, then, he can’t expose her to 
unhappiness and discomfort by leav- 
ing her penniless if he is taken away. 
It will be bad enough to lose his com- 
panionship. 


A Prudential low net cost policy 
will protect her 


The Prudential 
Insurance Company of America 
Epwarp D. Durrtetp, Presideni 
Hiome Office, Newark, New Jersey 
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LIFE OFFICE MANAGERS 
MEET 


Insurance Outstanding of Member 
Companies Over $55,000,000,000 


B. J. PERRY IS NEW PRESIDENT 











Companies in Organization Have 
Clerical Force of 45,000 

[By Aa Starr CorRESPONDENT] 

Despite the fact that one of the most impor- 
tant problems in all big business enterprises is 
office organization and personnel, life insurance 
companies had, up to three years ago, to a great 
measure neglected any effort toward an open 
forum for discussion of the problems of their 
office managers. A study of other'large com- 
mercial enterprises indicates that there is a 
well defined similarity in organization between 
a corporation transacting a similar business, 
which has been fostered by: the International 
Management Association. 

That such an organization was needéd in the 
life insurance business is best indicated by the 
growth of the Life Office Management Asso- 
ciation which was originated’ five years ago by 
Franklin B. Mead, of the Lincoln National Life 
Insurance Company. This organization now 
has a membership of 131 companies, with over 
$55,000,000,000 of insurance on their books. 
The combined clerical staff of thesé companies 
is in excess of 45,000, with salaries amount- 
ing to about $50,000,000 anriually; This makes 
it the largest, from a life insurance standpoint, 
of any organization in the business. 

The fifth annual conference of the Life 
Office Management Association closed its three- 
day conference at Chicago, on September 29. 
This conference was best attended of any of 
the meetings held to date. Ninety-five niember 
companies were represented by over two hun- 
dred members and guests. The numerous papers 
presented and addresses made represent contri- 
butions to the subject of Office Organization 
and Management as applied to the operation 
of the home offices of life insurance companies. 

These papers included the presidential ad- 
dress by E. E. Reid, general manager of the 
London Life, of Ontario; a committee report 
on Home Office Expenses, by F. B. Mead, vice- 
president of the Lincoln National Life; ad- 
dresses by A. A. Rydgren, vice-president and 
actuary, Continental American Life, on Impair- 
ment Filing and the Russell Soundex System; 
Norman O. Mick, business manager of the Sys- 
tem Company, on Some Recent Developments 
in the Field of Office Appliances; R. N. Fel- 
lows, general sales manager of the Addresso- 
graph Company, on the Standardization of 
Forms Used by Life Insurance Companies. 

At the business meeting held Friday after- 
noon, the following officers and directors were 
listed : 

B. J. Perry, vice-president of the Massachu- 
setts Mutual Life Insurance Company, Spring- 


131 


field, Mass., unanimously elected president of 


the Association-for.the ensuing#year. Mr. Perry - 


has taken an active part in the activities of this 
organization since its inception in 1924, and his 
company is a charter member. He has presented 
many important contributions to the subject of 
office administration, particularly pertaining to 
the design and layout of new office buildings for 
life insurance companies. 

A. A. Rydgren, vice-president and actuary of 
the Continental American Life Insurance Com- 
pany of Wilmington, Del., was elected vice- 
president. Mr. Rydgren served as a director 
of the Association during. the past fiscal year 
and has been a member of the Association com-* 
mittee appointed to carry out special investiga- 
tion in co-operation with the Sales Research 
Bureau. 

Frank L. Rowland of the Lincoln National 
Life Insurance. Company of Fort Wayne, Ind., 
was re-elected to the office of secretary. Mr. 
Rowland co-operated with Franklin B. Mead 
of the Lincoln National Life in organizing this 
Association, and: has served as secretary since 
the organization meeting. 

Harry H. Allen, secretary of the Mutual 
Benefit Life Insurance Company of Newark, 
N. J., was elected to the office of treasurer. 
Mr. Allen has served on several important As- 
sociation committees, and is also a charter 
member of the Association. 

The following directors were elected at -the 
business section: 

Ed. E. Reid was elected to the office ‘of di- 
rector for a term of three years. Mr. Reid is 
the retiring president of the Association. 

W. W. Russell, treasurer of the National 
Life Insurance Company, Montpelier, Vt., was 
elected director for two years. Likewise, Ben 
V. Lacy, vice-president of the’ Protective Life 
Insurance Company of Birmingham, Ala., was 
elected director to serve for two years. 

Franklin B. Mead, vice-president of the Lin- 
coln National Life Insurance Company of Fort 
Wayne, was re-elected to the office of director 
to serve for a period of two years. 

Harry H. Moore, junior vice-pres:dent of the 
Pacific Mutual Life of Los Angeles, Calif., was 
re-elected to the office of director to serve for 
a period of two years. 

The Association adopted, at its business ses- 
sion, a plan whereby each member company will 
be in the future represented by a principal and 
an alternate. It is the desire of the Association 
to have at least two active representatives of 
member companies participating in the work 
of the Association. Both the principal and 
the alternate will receive copies of all literature 
published by the Association. 

A tentative provision was made for the addi- 
tion of full time assistant to the secretary. This 
assistant will aid the secretary in developing 
the detailed work having to do with the activi- 
ties of the organization. 

The Association unanimously accepted invita- 

(Concluded on page 9) 


7 


LIFE INSURANCE IN JAPAN 


6,000,000,000 Yen Now in Force 








INTERVIEW WITH TAKEO IKUTA 





Chief ‘of Planning Division of Government 
Bureau Visiting United States 

There are about 42 domestic life insurance 
companies operating in Japan, with 4 foreign 
companies represented, according to Takeo 
Ikuta, chief of the planning section of the Post 
Office Life Insurance Bureau of that country, 
who is now in the United States studying life 
insurance conditions here. Calling at Tue 
SPECTATOR’S Office in search of accurate data on 
American life insurance,.Mr.. Ikuta outlined the 
salient features of: life insurance in Japan, both 
government and private, to a representative of 
this ‘paper. 

Life insurance in force in Japan amounts to 
about 6,000;000,000 yen (the yen being valued at 
2 to $1), with annual new business of 700,000,- 
000 yen. Premiums in 1927 were approximately 
100,000,000 yen. Some of the Japanese com- 
panies write both life and fire business. 

The Post Office Life Insurance Bureau of 
Japan, says Mr. Ikuta, has 13,000,000 life insur- 
ance policies in force for a total of 1,500,000,- 
000 yen, with an average monthly premium of 
40 cents. The average policy is for 135 yen, 
while the maximum is 450 yen and the minimum 
20 yen. The minimum premium is 5 cents per 
month. New policies issued by the Bureau 
during 1927 numbered 2,500,000 for 300,000,000 
yen. 
The Post Office Life Insurance Bureau of 
Japan writes business through two classes of 
post offices which number about 8500 stations. 
In those of the first-class the expenses of the 
office are paid by the government. In those of 
the second-class in towns and villages, govern- 
ment shares the expense with the postmaster 
because the latter receives commissions on the 
sale of stamps, etc. There are 500 first-class 
offices and 8000 second-class offices. Commis- 
sions paid to class one postmasters by the Bureau 
amount to 10 per cent plus 3 sen, about 1% cents. 
Commissions to class two postmasters amount 
to 150 per cent on new business. At issuance, 
50 per cent is paid. In six months another 50 
per cent is paid and the final 50 per cent is paid 
at the end of the first year of the policy. If 
the agent collects the renewals, he gets 9 per 
cent on them. If the policyholder comes into 
the office with the renewals, the agent gets 5 
per cent. The private life insurance companies 
pay a commission of 1 per cent of the sum in- 
sured up to 1000 yen with a proportionate de- 
crease thereafter according to the amount at 
risk. 

The Post Office Life Insurance Bureau has 
been engaged in policyholders’ welfare work 
since 1922 and is now starting to broadcast 
health talks and setting-up exercises. There 
are about 1,000,000 radio receiving sets in Japan. 
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One Billion 
—Plus 


Missouri State Life Now Largest Life 
Insurance Company West of the 
Mississippi River 


ITH more than one billion, one hundred forty 
million dollars of life insurance in force, the 
Missouri State Life now ranks 14th among the more than 
350 Legal Reserve Life Companies of the United States, 


It is the largest life insurance company west of the 
Mississippi River. 


The Company writes all forms of modern, up-to-date 
protection —Life, Accident, Health, Group and Salary 


Savings insurance. 


Splendid openings for progressive men. 


INDICA! 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


Hillsman Taylor, President Home Office, St. Louis 
(---------- 
. | Missouri STATE LiFe INSURANCE Co. 
Life St. Louts 


Send me your Agency proposal 


Accident-Health 
Group 
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GEORGE W. WELLS IN 
NEW POST 





Minnesota Commissioner Joins North- 
western National as Secretary 





SUCCEEDS M. V. JENNESS 





Latter Is to Enter Field Work as Special- 
ist in Business Insurance 


George W. Wells, Jr., State Insurance Com- 
missioner of Minnesota, has accepted an ap- 
pointment as secretary of the Northwestern 
National Life Insurance Company, of Minne- 
apolis, to succeed Maurice V. Jenness, recently 
resigned, according to an announcement by O. 
J. Arnold, president of the company. Mr. Wells, 
who is also State fire marshal and a member 
of the State Securities commission, will relin- 
quish all his State duties as soon as he can 
be relieved to assume his new position. His 
term of office as Insurance Commissioner would 
have expired February 28, 1929. 

Mr. Jenness, whom Mr. Wells succeeds as 
secretary, continues his association with the 
company but in the agency field as a life un- 
derwriter. He will specialize in business in- 
surance and life estates, operating through the 
White & Odell Agency, Inc., State agents for 
Minnesota. Mr. Jenness is making this change 
with the expectation that the greater freedom 
and outdoor life which he will enjoy in the 
performance of his new duties will improve his 
health, which has not been good. 

Mr. Wells entered the service of the State 
insurance department in April, 1921, as an 
examiner and was later appointed deputy in- 
surance commissioner. Previously he had been 
attorney for the State Securities commission. In 
1922 he was appointed Insurance Commissioner 
by Governor J. A. O. Preus to fill the unex- 
pired term of Gustaf Lindquist. He was re- 
appointed January 1, 1923, by Governor Preus 
and again in 1925 by Governor Theodore Chris- 
tianson. He had the distinction of being the 
youngest State official of Minnesota. 

With the appointment of Mr. Wells the 
Northwestern National Life Insurance Com- 
pany adds to its official staff a man with a large 
experience in all aspects of the insurance busi- 
ness and with a wide circle of friends through- 
out Minnesota and the northwest. During his 
long term of office as commissioner, Mr. Wells 
has taken a prominent part in the activities of 
the National Convention of Insurance Commis- 
sioners. 

“Mr. Wells has earned for himself as a super- 
vising official the high regard of the insurance 
company executives of the United States,” Mr. 
Arnold declared in a statement announcing Mr. 
Wells’ appointment. “At thirty-six he has a 
thorough knowledge of the life insurance busi- 
ness and the mature judgment of a much older 
man. He has discharged the exacting duties 
of a conscientious supervising official with 
marked ability. We have every reason to be- 
lieve he will fill with distinction the respon- 
sible positfon he has been given in the com- 
pany’s official family.” 

The Northwestern National Life is experi- 
encing a very rapid growth. In the three-year 


MANHATTAN LIFE’S NEW GENERAL 
AGENCY 
First National Life Underwriters Appointed 
in New York City 

The First National Life Underwriters, 1860 
Broadway, New York city, have been appointed 
general agents for the Manhattan Life Insur- 
ance Company of New York. The agency is a 
copartnership composed of James G. Ranni, 
Kirk A. Landon, J. J. Shapiro and David Scope. 
Mr. Shapiro and Mr. Scope will not, however, 
be actively engaged in the business. 

The First National Life Underwriters is un- 
der the management of Mr. Ranni for all pro- 
duction and expects to do a business of nearly 
$5,000,000 in the first year. Mr. Ranni has been 
connected with the Manhattan Life for almost 
three years and has been a consistent leading 
producer. His volume in 1927 amounted to 
$1,500,000 and will be larger this year. 

The First National Life Underwriters oper- 
ate through the main office and four branches 
located as follows: 123 William street, New 
York city; 154 Montague street, Brooklyn; 51 
Clinton street, Newark, N. J.; 457 Franklin 
street, Mineola, Long Island, N. Y. Other 
branches will be opened as the organization ex- 
pands. 


Life Office Managers Meet 
(Concluded from page 7) 
tion tendered by Mr. Perry to hold the 1929 an- 
nual conference as guest of the Massachusetts 
Mutual Life Insurance Company in Springfield, 
Mass. 

The annual banquet of the Association held 
Thursday evening, September 27, the Drake 
Hotel, proved to be an unusually interesting and 
successful affair. Jess Pugh, of Indianapolis, 
Ind., presented an unusually interesting and 
amusing sketch entitled “Champion Hog Caller 
of Indiana.” The demonstration of the first 
application of the talking moving picture was 
presented by the Dictaphone Corporation of 
New York city. 

The meeting of the newly elected office di- 
rectors of the Association was held Friday. 
At that time a most ambitious program was out- 
lined for the activity of the organization during 
the coming fiscal year. Several important stand- 
ing committees were appointed to develop the 
phases of the work the Association has pre- 
dicted within the coming year. Everyone asso- 
ciated with the organization and attending this 
conference seemed to be unusually impressed 
with the possibility of the field of interest of 
the organization and the possjbility of a group 
study as applied to the ever broadened field of 
office management in life insurance home offices. 








period ending June 30, it has increased its as- 
sets from $20,326,729 to $31,169,474, while the 
amount of insurance in force has risen in the 
same period from $204,830,704 to $271,132,288. 
The company’s new business is showing a 
marked increase each year. The new business 
for the first six months of 1928, which amounted 
to $28,289,931, showed a gain of 20 per cent 
over the first six months of 1927, exclusive of 
group insurance. The company is licensed in 31 
States, having recently entered New Jersey and 
West Virginia. 


SURE CONTROL SUGGESTED 





Canadian Superintendent Sets Forth 
Plan to Life Companies 





MUTUALIZATION PROVIDED FOR 





George D. Finlayson Presents Novel Idea 
in Memorandum to Companies 


In a recent memorandum to life insurance 
companies of Canada, George D. Finlayson, 
superintendent of insurance of the Dominion, 
has suggested a rather novel idea to insure 
control of the companies. The memorandum 
is inspired by the activity in the stock market 
of life insurance stocks. The suggestion car- 
ries the same intent as a recent bill introduced 
in behalf of the Sun Life of Canada, which 
occasioned wide comment in financial circles 
both in the United States and Canada. Mr. 
Finlayson’s suggestion, as follows, would arrive 
at a solution of the question by a somewhat 
different method, however: 

As a result of the prominence of life insur- 
ance company shares on the stock markets dur- 
ing the past year, the suggestion has been made 
that the Insurance Act should contain some 
provision for stabilizing control of these com- 
panies against the attacks of stock market oper- 
ators. 

Suggestions have also been made by several 
companies during the last few years that there 
should be provided in the general act machinery 
for the complete mutualization of such Cana- 
dian companies as desire to take that course. 

There is enclosed herewith a suggested draft 
amendment to the Insurance Act which pro- 
vides : 

(a) That any Canadian company may by 
by-law increase its authorized capital by an 
amount not exceeding the present authorized 
and issued capital, at least 90 per cent of any 
such additional capital issued to be vested in 
the policyholders’ directors in trust for the 
participating policyholders, and 

(b) That any such company may provide by 
by-law for the retirement of the entire capital 
stock of the company, the by-law in both cases 
to be approved by the shareholders and policy- 
holders of the company and by the treasury 
board before becoming effective. 

With reference to amendment (a), it is ad- 
mitted on all hands that a life insurance com- 
pany, once well established, does not require 
additional capital for the protection of its pol- 
icyholders. 

There are, on the other hand, objections to 
the increase of capital and the payment of divi- 
dends to shareholders thereon at a rate higher 
than that inherently commanded by the pro- 
ceeds of the issue of the additional capital. The 
provision in the amendment that at least 90 
per cent of such dividends will accrue to the 
benefit of the participating policyholders of 
the company is designed to overcome this ob- 
jection in a manner applicable uniformly to all 
companies, while at the same time giving the 
stability of control claimed to be necessary. 

It will be noted that under both sections of 
the amendment the initiative must be taken by 
the directors of the company concerned. With- 
out such initial action the amendments have no 
effect on any company. 

Notwithstanding this fact the department 
would be glad to receive from the companies, 
individually or collectively, a statement of any 
objection to be taken to the suggested amend- 
ments on the ground either of the general prin- 
ciples involved, or of their practicability in ap- 
plication to any particular case. 
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REGIONAL DIVISION PLAN 
FOR AGENCIES 


Etna Life Inaugurates New Produc- 
tion Idea 








K. A. LUTHER IS SPONSOR 





Superintendent Appointed to Head Depart- 
ments Throughout Country 


Vice-President K. A. Luther of the Aétna 
Life Insurance Company, Hartford, is the 
author of a new regional division plan of agency 
supervision, which the company will place in 
operation immediately. 

The plan, which has been under consideration 
for several months, was outlined by Mr. Luther 
at the 1928 General Agents Conference, held 
September 17 to 21 at Chateau Frontenac, 
Quebec. It provides for the division of the 
company’s 74 general agencies into six geo- 
graphical zones, each of which will be under 
the supervision of a division superintendent. 

The Metropolitan Division, which includes 
the New York city general agencies, Brooklyn, 
Philadelphia, Boston and Chicago, will be un- 
der the direct personal supervision of 
Vice-President Luther, who will also have gen- 
eral supervision over the entire system. He 
will be assisted by Assistant Superintendent of 
Agencies R. L. Place. 

The Central Division will be placed in charge 
of Assistant Superintendent of Agencies L. O. 
Schriver, who will act as its division superin- 








A TOWER OF STRENGTH 


INSURANCE IN FORCE 
$1,500,000,000 


er $400,000,000 
Surplus and Contingency 
er) $57,000,000 


Total Liabilities .$343,000,000 
(Including Paid-up Capital) 


Interest on policy pro- 
ceeds, profits, etc., left 
with the Company. 


FIVE AND ONE HALF PER CENT 


Total investments in United 
States securities exceed 
$168,000,000 


Dividends to Policyholders increased 
for eighth successive year. 


SUN LIFE ASSURANCE 
COMPANY OF CANADA 











tendent. Superintendents of the remaining divi- 
sions have been appointed as follows: Pacific 
Division, J. N. Adams; Eastern Division, W. 
C. Cousins; Southern Division, C. F. Gay; 
Western Division, W. F. Stone. 

Each of these superintendents will have his 
headquarters at the home office, but will spend 
a considerable portion of his time in the field. 

Mr. Luther, in commenting on the new plan, 
said that it will be instrumental in furthering 
the close co-operation that already exists be- 
tween the home office and the company’s field 
organization. For some time, he explained, it 
has been apparent that there has been a need 
for more frequent agency visits and a more 
intimate contact between the company and its 
agencies. Mr. Luther is confident that the new 
system will accomplish that end. 


MADE AGENCY OFFICIAL 
Joseph E. Lockwood Joins Home Office 
Staff of Guardian Life 


President Carl Heye of the Guardian Life In- 
surance Company of America, announces that 
Joseph E. Lockwood, manager of the Guardian’s 
Boston agency, has been appointed assistant 
superintendent of agencies, effective as of 
October 1. 

Immediately after graduation from the Uni- 
versity of Pennsylvania, where he was preemi- 
nent in track athletics, Mr. Lockwood entered 
the life insurance business with the Provident, 
in New York city. In 1922 he became agency 
supervisor for that company at Cleveland, and 
in 1923 was made general agent in Kansas City. 
When the Guardian, carrying out its expansion 
program, entered Massachusetts in 1926, Mr. 
Lockwood was selected as manager at Boston. 

The Guardian, fully realizing that knowledge 
of local conditions is essential for rapid expan- 
sion, now brings Mr. Lockwood to the home 
office, where, with his other duties, he will 
particularly have charge of the New England 
development for the company. Extensive plans 
covering a five-year program have been made 
and Guardian representation will be rapidly in- 
creased in this territory. 

To succeed Mr. Lockwood at Boston, the 
Guardian announces the appointment of Spencer 
S. Dodd as manager of the company’s Boston 
agency, effective October 1. 

Mr. Dodd is particularly well known in Boston 


life insurance circles. He has been an active 
member of the Boston Life Underwriters Asso- 
ciation and enjoys a broad acquaintance. He 
has spent ten years in this field as a successful 
agent, supervisor and general agent. 





OPPORTUNITY FOR 
DISTRICT MANAGER 


who knows how to hire men who can 
sell disability policies (non-cancellable 
policies featured) for a progressive 
Company. Contracts top-notch in 
every detail. ; 
Direct connections and proper assis- 
tance to right man. 

Territory obtainable in portions of 
Michigan, Indiana, Illinois, Pennsyl- 
vania, Missouri and California. 


It will pay you to write 


INCOME GUARANTY COMPANY 


Income Building 


SOUTH BEND, INDIANA 
Stock Company, Authorized Capital, $1,000,000 








FRIENDS EVERYWHERE 


Long established and consistently pro- 
gressive, providing perfect protection 
at a net cost which is notably low, 
and rendering prompt and efficient 
service, the Massachusetts Mutual 
stands out as an ideal company to 
represent. Many years of square deal- 
ing are back of every one of our 
agents. They find enthusiastic friends 
of the Company everywhere. 


Massachusetts Mutual Life 


Insurance Company 
Springfield, Massachusetts 
Organized 1851 


More Than a Billion and a Half 
of Insurance in Force 














rights. 





Scranton- Pittsburgh, Pa 
General Agency of a Pennsylvania Company 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 
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PRUDENTIAL’S NEW POLICY 


Modified Life Contract With Rate Change 
at Third Year 


The Prudential Insurance Company of Amer- 
ica, Newark, has announced that it will issue 
‘On October 15, a new ordinary policy to be 
‘known as a modified life policy with change of 
rate at the end of three years. It will be issued 
in amounts of $5000 and upwards and will be 
‘subject to the same general rules as regular 
whole life policies with certain slight modifica- 
tions. The present whole life policy will be dis- 
‘continued and the endowment at age 85, the 
rates of which differ very slightly from the 
present whole life rates, will take its place in 
cases where the new modified life form is not 
applicable. The endowment at age 85 is issued 
in amounts of $1000 and upwards, subject to 
all the rules with regard to the present whole 
life contract with the advantage that surrender 
values are applicable after two years instead 
‘of three. 

The company says that the rate for the first 
three years will represent a very low premium 
for a whole life policy and that at the end of 
three years the premium will be increased by 
something less than 20 per cent, but will still 
remain a low premium rate. It states that no 
estimate of dividends can be made and that 
no promise can be made in advance that 
the dividends will be sufficient to entirely off- 
‘set the increase in premium. Policyholders may 
apply the dividends to reduce premiums, may 
‘draw them in cash, use them to purchase paid- 


up additions or leave them with the company 
accumulating at interest. 

The disability income provision without the 
ninety-day provision has been incorporated in 
the text of the disability clause in the revised 
policy forms. This provides in effect that if 
due proof of total and permanent disability (not 
merely proof of total disability lasting ninety 
days) of the insured is received, the benefits will 
date from the commencement of the total and 
permanent disability. The premium rates for 
disability income policies with the ninety-day 
provision remain unchanged. 


Thomas I. Parkinson to Speak at First 
Dinner of New York Life Underwriters 
President Thomas I. Parkinson, of the Equi- 

table Life Assurance Society, and Harvey 

Weeks, general agent of the Provident Mutual, 

at Buffalo, will address the first dinner meet- 

ing of the season of the Life Underwriters As- 
sociation of New York at the Hotel Astor, 

Tuesday, October 9. 


Dr. Dublin Discusses Length of Life 

Before the Academy of Medicine, Dr. Louis 
I. Bublin, statistician of the Metropolitan Life 
of New York, spoke on the subject “Old Age 
and What Ie Means to the Community.” He 
holds that while many lives in the younger ages 
are lengthened by the reduction of mortality 
due to a greater understanding and application 
of health measures, the average span of life has 
been increased, but there has been little, if any, 
extension of life after age 50; in fact, only one 
year has been added to the average since 1840. 














Life 
Supervisors 


Wanted | 


A really progressive Life In- 
surance organization offers an 
exceptional opportunity for 
THREE experienced life un- 
derwriters, capable of handling 
men and assuming charge of 
their branch offices located in 
the heart of the insurance dis- 
trict in New York, Newark, 
New Jersey, and Mineola, Long 
Island. 


| 

| 

| 
Salary, commission and 
bonus arrangement | 
| 

| 

| 


Write fully your experience 
and qualification which will 
be held strictly confidential. 
Address Box 450, care of 
THE SPECTATOR. 














SUCCESSFUL 
| SALESMEN 


The success of a life insurance 
salesman depends, first of all, on 
the individual man himself, and 
secondly, the company he repre- 
sents. 

Just as life insurance cannot create 
riches for a policyholder, a life insur- 
ance company cannot make salesmen 
successful. BUT, life insurance can 
provide for the safety of riches and the 
creation of comfortable living incomes 
and likewise a life insurance company 
can assist in making a successful sales- 
man of the man who is made of the 
right stuff. 

Mutual Trust is a salesman’s Com- 
pany. We appreciate the important 
part they play in our business and be- 
lieve in helping them to help them- 
selves. 

Send for Your Copy of 


“CHOOSING A COMPANY” 


i CARL A. PETERSON, Vice President 


Mutual Trust 


LIFE INSURANCE: COMPANY 








EDWIN A. OLSON, President 
77 West Washington Street 

CHICAGO, ILLINOIS 
As Faithful as OLD FAITHFUL" 3 
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HOOVER 


AND 


— SMITH 4 


... Both know a great 
deal about problems of 
Government and State 
..- but, neither of them 
knows anything about 
our methods of 


Conducting 
Campaigns 


. . . for increased vol- 
umes of business and 
new Agents, thru our 


Sales Promotion 
Agency Building 
Department 


Of course, there 
are others take 
yourself for instance 

. would you like to 
know about our plan? 
. .. Alright, here’s the 


coupon. 


--——---- --—---—-5 


} 

[ F. M. FEFFER | 
| Vice-President — Agency Director 

} Abraham Lincoln Life Ins. Co., 
| Springfield, Illinois. 

} Gentlemen: | 
l Will you kindly send me information | 
] 

! 

1 

! 


regarding territory in: | 
Deas: Cade dagen sammaewws 

(| Indiana (Name) | 
(| Iowa 

Che = —«-_- S hininwaaase conan te | 
-) Missouri (Address) | 
} Ohio 


ABRAHAM LINCOLN LIFE 
INSURANCE COMPANY 


Home Office 
H. B. HILL, President 








Springfield, Illinois 
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Hawks — Falcons — Swallows — 
droning man-made birds wing over 
us, 







Their coming has brought a new 
hazard — damage to property from 
falling aircraft. 







The First American, keeping pace 
with progress, now sells Aircraft 
Damage Insurance. 










Write to the Inland Transportation 
Department for full details. 







"AMERICA FORE" FIRST AMERICAN 


FIRE INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK. N.¥. 


EPREST STURM Cuma or me Sone 
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10, Persone 


CASH CAPITAL — ONE MILLION DOLLARS 






NEW YORK CHICAGO MONTREAL DALLAS SAN FRANCISCO 
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FIRE INSURANCE 








JERSEY AGENTS MEET 





Resolution Puts Teeth Into Milwau- 
kee Stand 





FREDERICK HICKMAN NEW PRESIDENT 
Edson S. Lott and W. N. Bament Are Chief 
Speakers at One-Day Session 


[By a Starr CorrESPONDENT] 


Attantic City, N. J., September 28.—A 
resolution as follows: “that the first order of 
business for the coming year be the qualifica- 
tion of members in accordance with the consti- 
tution and by-laws,” was passed at the annual 
meeting of the New Jersey Association of Un- 
derwriters held at the Ambassador Hotel here 
today. This resolution was not passed without 
considerable discussion, but it means that the 
organization is in an exceptionally strong posi- 
tion despite the commission war in the State, 
which for a time seriously threatened its ranks. 
The resolution will be carried out by the new 
administration as assiduously as possible. It’s 
practical effect will be the resignation of As- 
sociation agencies from representation of those 
companies which have been declared by the Na- 
tional Association of Insurance Agents to be 
in violation of its principles. 

Frederick Hickman, of Atlantic City, was 
elected president for the ensuing year, succeed- 
ing Harry L. Godschall, whose two-year term 
in that office has been peculiarly successful, and 
who becomes chairman of the Association’s 
executive committee, Herbert A. Faunce, also 
of Atlantic City, becomes secretary-treasurer, 
and other members of the executive committee 
are: William Hurtzig, Morristown; S. Mer- 
chant Meeker, Elizabeth, and James Ransom, 
Jersey City. A graceful gesture in connection 
with the nominating committee report was the 
seconding of it by Mr. Ransom, who, coming 
from Hudson County, has been opposed to the 
commission law sponsored and put through by 
the Association. 

The activity of the Association is well re- 
vealed in the following extract from the ad- 
dress of President Godschall: 

The year from September, 1927, to Septem- 
ber, 1928, has been an exceptionally active one. 
Many things have been accomplished and others 
have been planned for the future. Adverse legis- 
lation has been combatted successfully. The 
membership has been materially increased and 
an excellent organization has been built up 


through the means of local and county boards 
throughout the State. 

Never before in the history of this Associa- 
tion has the membership been as large as at the 
present time and never before have the agents 
of the State been as well organized locally as 
they are now organized. 

The net increase in membership since our last 
annual meeting is 55.55 per cent. Every county 
in the State has shown a healthy increase in 
membership representation with the exception 
of one county. At the beginning of this admin- 


INSURANCE ADVERTISING TROPHIES 
AWARDED 
Prudential Wins Holcombe Trophy—Rough 
Notes Award to Fidelity-Phenix 
[Special Dispatch from a Staff Correspondent] 


Wasuinoeton, D. C., Oct. 2.—The Holcombe 
Trophy for the best insurance advertising pro- 
gram during the past year was tonight awarded 
to the Prudential Insurance Company of 
America by William A. Hart, president of the 
Association of National Advertisers, who was 
chairman of the committee awarding the prize. 
Arthur W. Fisk, supervisor of publications, was, 
unfortunately, not present to personally receive 
the award. The rough notes award was given 
to Fidelity-Phenix Fire Insurance Company, 
New York. Frank Ennis, assistant advertising 
manager, received the award. Second choice 
went to the Home Insurance Company, New 
York, represented by W. W. Darrow, and third 
mention to the Boston Insurance Company, rep- 
resented by Roy C. Dreher. 


Mention was made of the exhibit of the 
Southland Life Insurance Company, Dallas, 
\Tex., whose publicity director is Larry Jacobs. 
David Lawrence, editor of the United States 
Daily, and a famous Washington correspondent, 
was the speaker at the banquet Keld ‘this eve- 
ning. Tracing the trend of world affairs dur- 
ing the post-war period, Mr. Lawrence is of the 
opinion that business is seeking the most effi- 
cient outlet possible for its energies, and in this 
effort advertising is playing a great part. Re- 
ferring to co-operative advertising efforts, Mr. 
Lawrence said that usually the difficulties to be 
overcome can be largely traced to the compli- 
cated aspects of the business presented, and that 
the answer is to simplify the explanation so that 


- the layman can be made to understand. 


The evening concluded with a skit entitled 
“Fuss and Feathers,” in which the inferior life 
insurance company figured prominently. 








istration, there were two county boards and 
three local boards in existence in the State. At 
the present time, there are eight county boards 
and twelve local boards which are actively oper- 
ating throughout the State. Of these boards— 
most of them are coextensive in membership 
and an effort should be made during the coming 
year to make the membership in all local and 
county boards dependant upon membership in 
the State and National Associations. I there- 
fore urge that the incoming officers consider 
the advisability of incorporating in our consti- 
tution and by-laws, a provision requiring as a 
precedent to membership, that an agent shall be 
a member in good standing in his local or county 
board when there is a local or county board 
in his community to which official recognition 
has been given by the State executive commit- 
tee. Similarly all local and county board con- 
stitutions should require that every eligible 
member shall become a member of the State 
Association and thereby of the National Asso- 
ciation. 
(Concluded on page 17) 
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NATIONAL BOARD CAM-= 
PAIGN DISCUSSED 





Insurance Advertising Conference 
Hears About Public Relations 
Work 





WALLACE ROGERS GIVES AGENCY 
VIEW 


—_—_—— 


J. W. Longnecker, T. F. Cunneen and W. 
W. Darrow Also Speak to Fire Group 


Wasuincton, D. C., Oct. 2—The second 
session of the fire group of the Insurance Ad- 
vertising Conference was devoted largely to a 
discussion of the public relations work recently 
undertaken by the National Board of Fire Un- 
derwriters. Judge O. B. Ryon supplemented his 
more formal address of yesterday with an in- 
formal discussion of the aims of the board in 
respect to the campaign started this week in the 
newspapers of Pennsylvania and Ohio. 

Wallace Rogers, of Chicago, gave an exposi- 
tion of the subject as it is viewed by the agency 
which is placing the copy. Mr. Rogers em- 
phasized the cheapness of modern stock fire 
insurance and the reason therefor, stressing 
‘particularly the various activities of the Na- 
tional Board and its subsidiary organiaztions. 
Another point to be brought out is the stabilizing 
influence of fire insurance as a credit basis. 

Mr. Rogers pictured fire insurance not as a 
purely underwriting organization, but as a vast 
service in stabilizing the credit of the country, 
to accomplish which the companies take an- 
nually a large underwriting loss and submit 
themselves to the risk of capital loss through 
a possible declining security market 

John W. Longnecker, of the Hartford Fire 
Insurance Company, spoke briefly upon the 
necessity of advertising managers preparing 
ways and means for the agents of their compa- 
nies in the districts covered by the National 
Board campaign to follow up the co-operative 
copy with individual campaigns and thereby 
reap the direct benefit which should result. 

Terrence F. Cunneen, manager of the Insur- 
ance Department of the United States Chamber 
of Commerce, briefly outlined the work of the 
department in publicizing fire prevention and 
protection. 

The whole subject was concluded by W. W. 
Darrow, advertising manager of the Home In- 
surance Company of New York. He spoke of 
the purpose of agency newspaper advertising, 
pointing out that it should not only have the 
effect of building up the agency’s local prestige, 
but should also aim to build up public knowl- 
edge of insurance. 

Chairman Warren W. Ellis announced that 
the convention was not adjourned, but that he 
would continue it throughout the coming year 
by correspondence with those present. 
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FIREMEN’S INSURANCE COMPANY OF NEWARK, N. J. 

THE GIRARD F. & M. INSURANCE CO. OF PHILADELPHIA, PA. 
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THE UNUSUAL PROGRESS 
OF THIS COMPANY IS, 
PERHAPS, THE BEST 
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THE CALIBRE OF SERVICE 
IT RENDERS. 
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AND SURETY COMPANY 


HAROLD SPIELBERG, Chairman of the Board 
HAROLD R. CRONIN, President 
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TOTAL OF FLORIDA LOSSES 
STILL IN DOUBT 


Several Companies Estimate What 
They Will Have to Pay 








SMALL LIABILITY IN PORTO RICO 





Early Settlement Being Made Wherever 
Possible 


The insurance companies that have suffered 
in Florida because of the recent tornado that did 
such great devastation both as to loss of life 
and property in the Palm Beach section of the 
State have been endeavoring to ascertain as 
quickly as possible the extent of their losses. 
They are also doing their best to settle claims 
as promptly as possible in order that the money 
so badly needed by the insured may be available 
at once. It is still impossible to say what the 
total will be but at the present time it is esti- 
mated that the property loss in the cities and 
towns most seriously damaged—Palm Beach, 
West Palm Beach, Latana, Lake Worth, Del 
Ray and Boynton—will be in excess of $20,- 
000,000. 

Tue SpEcTATOR has obtained from a number 
of the leading insurance companies statements 
as to what they expect may be the amount of 
the losses they will suffer, but in many cases 
they themselves are not as yet sufficiently in- 
formed to give figures that they consider exact. 
American companies will lose little because of 
the damage in Porto Rico. 

The AEtna of Hartford and the World Fire 
and Marine will be involved to the extent of 
$300,000 or $400,000 in losses on the Porto Rico 
and Florida storm. 

The American Central, of St. Louis, reports 
no losses in Porto Rico, but it had about $60,- 
000 of insurance involved in Florida, upon which 
it is estimated the loss will be $20,000. 

The Boston Insurance Company reports ro 
loss in Porto Rico, but has about $256,395 in- 
volved in Florida, upon which the approximate 
loss will be $100,000. 

The Caledonian of Edinburgh reports $35,- 
000 of insurance involved in Florida, with an 
approximate loss of $8500. 

The Eagle Star and British Dominions of 
London reports no loss in Porto Rico and about 
$80,000 of insurance involved in Florida, on 
which it is anticipated the loss will be about 
$20,000. 

The Georgia Home of Columbus reports no 
losses in Porto Rico, and a loss of $5000 to 
$6000 in Florida. 

New York Underwriters, N. Y., reports no 
losses in Porto Rico, and it had $175,524 of 
insurance involved in Florida upon which the 
loss is estimated at 25 per cent. 

The Old Colony, Boston, had no losses in 
Porto Rico but reports $91,625 involved in 
Florida, with a probable loss of $20,000. 

Savannah Fire, of Savannah, reports no 
Porto Rico loss and a loss of about $920 in 
Florida. 

The Urbaine Fire, Paris, had no losses in 
Porto Rico, but has about $75,000 of insurance 
involved in Florida, on which it anticipates a 
loss of about $15,000. 


A number of companies which probably suf- 
fered some loss are not yet able to fix the ap- 
proximate amounts of their losses. The Lon- 
don and Scottish, of London, and the Northern 
of London, have no adequate information upon 
which to estimate their losses in Florida. The 
Patriotic, of New York, reports a small amount 
of insurance involved. The Presidential Fire 
and Marine, of Chicago, reports a small loss, 
though it had no insurance in force in the Palm 
Beach territory. 


Telling and Selling Is Keynote 
(Concluded from page 3) 
States in an address entitled “An Experiment in 
Democracy.” 

Luther B. Little, of the Metropolitan Life, 
New York, presided over the gathering. 

The afternoon was given over to life, fire and 
casualty group sessions, which are described 
elsewhere in thsse columns. 

A nominating committee was appointed con- 
sisting of E. Chester Sparver, of the Connecti- 
cut Mutual Life, Hartford, as chairman, and 
W. W. Ellis, assistant to the manager of the 
National Board of Fire Underwriters; Chas. E. 
Freeman of the America Fore Group; Leslie 
F. Tillinghast, Great American Indemnity, New 
York, and H. H. Putnam, John Hancock Mu- 
tual Life, Boston. 

The resolutions committee is composed of 
Eustace A. Brock, Great West Life Winnipeg, 
chairman; John W. Longnecker, Hartford Fire, 
and Harry Warner, Maryland Casualty. 

The second general session was presided over 
by John Hull Woods, advertising manager of 
the Great Northern Life Insurance Company, 
of Chicago. The highlights came in the ad- 
dresses of James E. Kavanagh, second vice- 
president of the Metropolitan Life Insurance 
Company, New York, and Joseph E. Wright, 
of the General Outdoor Advertising Company. 

Mr. Kavanagh talked on the value of indirect 
or good-will advertising. He pointed out that 
the Metropolitan Life adheres strictly to that 
plan, and that none of its public advertisements 
are directed to the sale of life insurance, but 
instead are designed to educate the public in 
health problems. In addition to its written ad- 
vertisements the company does a vast amount 
of health work and education, all of which is 
charged against indirect advertising. 

Mr. Wright gave an illustrated lecture in 
which be brought out the changing conditions 
which have dictated the methods employed in 
bill board advertising. 

Henry E. Niles, assistant manager of the Life 
Insurance Sales Research Bureau, gave a sort 
of preliminary report upon the investigation 
which the bureau is conducting as to the desir- 
ability of co-operative advertising. The com- 
plete report and conclusions of this investiga- 
tion will be presented at the bureau meeting in 
Chicago next month. Some discussion followed 
Mr. Niles address, conflicting opinions being 
expressed. H. H. Putnam, advertising manager 
of the John Hancock Mutual Life Insurance 
Company, expressed the opinion that the time 
had not yet arrived to put much effért in co- 
operative advertising because of the great diffi- 
culties and because of the lack of a real com- 
munity of interest among companies and agents. 
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HEAR PROTEST FROM 
SPRINKLER MEN 


Fire Group of Advertising Conference 
Agrees to Drop Inimical Refer- 
ences 








AIRCRAFT DAMAGE A TOPIC 





Fire Prevention Methods and Publicity 
Also Under Discussion 


[By a Starr CorrESPONDENT] 


Wasuincton, D. C., October 1.—The fire in- 
surance group session of the Insurance Adver- 
tising Conference, held at the Hotel Washing- 
ton here to-day, heard a protest voiced by I. G. 
Hoagland, secretary of the National Automatic 
Sprinkler Association, against advertising used 
by insurance companies to secure sprinkler leak- 
age policies and employing methods and mes- 
sages which stress defects in sprinkler equip- 
ment and so restrict some sprinkler sales. The 
meeting was presided over by W. W. Ellis, of 
the National Board of Fire Underwriters, and 
Mr. Hoagland’s protest was discussed by Mr. 
Ellis, W. W. Darrow of the Home Insurance 
Company, and John Longnecker of the Hart- 
ford Fire. It was brought out that the task 
of teaching owners to care for their sprinkler 
systems was not a job for insurance companies 
but was strictly the concern of the sprinkler 
manufacturers. Those present agreed, how- 
ever, not to employ such “fear copy” in their 
advertising as would prove derogatory to the 
sprinkler men. 

Co-operation between the Chamber of Com- 
merce, National Fire Protection Association, 
National Fire Waste Council and National 
Board of Fire Underwriters in the matter of 
fire prevention methods and publicity was dealt 
with by Rollin M. Clark, assistant manager 
of the insurance department of the United States 
Chamber of Commerce. Mr. Clark described 
the formation and activities of the National 
Fire Waste Council along this line and pointed 
out that 628 cities were now registered in the 
annual inter-chamber fire waste contest. In 
the discussion following his talk, Mr. Ellis de- 
clared that the most important points to empha- 
size in the idea of fire prevention were care- 
lessness, false economy in building protection 
and false economy in building construction. 

The advertising of aircraft damage insurance 
was explained by H. E. Taylor of the Ameri- 
can Insurance Company of Newark, and it was 
emphasized that nothing should be done which 
would bring resentment against insurance from 
aviation manufacturers or others who might 
also be insurance policyholders. C. E. Free- 
man, of the America Fore Group, discussed 
methods of developing extra production of 
special lines such as rent and rental value, use 
and occupancy and explosion insurance. It was 
the concensus of opinion that direct mail ad- 
vertising would bring results along this line 
for the agent and that such coverage could be 
added to the fire policy at renewal without pro- 
test by the assured because of the small pre- 
mium and big additional protection involved. 
The discussion on this point was entered into 
by Chauncey S. S. Miller of the North British. 
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FIRE WASTE MEETING 


Council Finds Decrease in Losses 
Year by Year 








RESOLUTION TO PRESIDENT COOLIDGE 





Eleventh Annual Meeting at Washington 
Hears Encouraging Statistics—Con- 
test Has Many Entries 

Wasuincrton, D. C., September 29.—Resolu- 
tions expressing the appreciation of the Na- 
tional Fire Waste Council for the aid he has 
given in promoting fire prevention activities 
throughout the country were presented to Presi- 
dent Coolidge at the White House, September 
28, by members of the council, following their 
11th semi-annual meeting at the headquarters 
of the United States Chamber of Commerce. 

Fire prevention is good economics, the mem- 
bers of the council were told by William But- 
terworth, president of the chamber, in welcom- 
ing the meeting. “It is a sad commentary upon 
our economic life today,” he said, “that we 
permit in this country the utter destruction of 
nearly a half-billion dollars’ worth of property 
and thousands of lives simply by losing control 
of an element which has been so helpful to us 
in building up our position of world leadership.” 

Fire losses in 1927 were reduced to $475,- 
000,000 from $560,000,000 in the preceding year, 
the best record since 1920, with prospects that 
the figure for 1928 will be even lower, Mr. 
Butterworth told the council. If the average 
loss of the cities participating in the inter- 
chamber fire waste contest could be projected 
throughout the entire country, fire losses would 
not be far in excess of $300,000,000 a year. 

Under the direction of Wallace E. Rogers of 
Kentucky, unanimously elected chairman of the 
meeting, the work of the council proceeded 
rapidly, and reports were submitted by the 
chairmen of the various committees showing 
that in every branch of activity good progress 
is being made. 

Possibly the most important report laid be- 
fore the council was that of the committee on 
fire loss statistics, in which a partial summary 
of the results attained by a 12-months’ study 
of fire figures in a number of selected States 
were given. The report bore out estimates that 
approximately two-thirds of the deaths occur 
in cities and that dwelling fires are responsible 
for about the same percentage of the fire loss. 

Data submitted by the committee placed the 
city fire deaths at 66.8 per cent of the total and 
city injuries at 82.7 per cent. Deaths of chil- 
dren under 10 were 31.4 per cent of the total, 
while adult male deaths accounted for 36.1 per 
cent and adult female deaths for 26.2 per cent. 
The fact that children are helpless when at- 
tacked by fire was strongly brought out by fig- 
ures showing that they comprise only 11.2 per 
cent of those injured, while the greater ability 
of adults to take prompt action under such cir- 
cumstances is indicated by the fact that adult 
female injuries amount to 23.4 per cent and 
adult male injuries to 58.9 per cent. 

Statistics gathered during the survey showed 
66.1 per cent of the deaths and 43.6 per cent 
of injuries were sustained in fires in dwellings. 
Considerable significance was given the figures 





on causes of death, the most important being 
open flames, 24.5 per cent, while considerable 
emphasis was laid upon inflammable liquids in 
heating devices, responsible for 14.9 per cent. 
These two causes accounted for 12.4 and 11.2 
per cent of the injuries, respectively. 

Plans for a further test in some 15 States 
during the months of November, December and 
January were laid before the council and ap- 
proved. 

Interest in the fire waste contest continues to 
increase, it was shown in by the report of the 
contest committee. Since the last meeting in 
March, the number of entries has increased 
from 585 to 628, and additional cities are still 
being interested in the subject by personal con- 
tacts. Every member chamber in Oklahoma, 
Iowa and South Dakota is entered in the contest 
this year. 

Reports submitted by the other committees 
also showed that progress is being made in their 
various lines of endeavor. The agricultural com- 
mittee has a number of publicity projects un- 
der way, and has developed a plan of using 
radio broadcasting stations operated by col- 
leges and other educational institutions, and by 
“independents” outside the large centers, hav- 
ing found that the best stations in the big cities 
were affiliated with chain broadcasting and were 
not available. This committee is also working 
for the adoption of State laws permitting the 
formation of rural fire companies and has 
other projects dealing with fire protection on 
the farm. 


MOVE AGAINST UNLICENSED 
COMPANIES 
Michigan Newspapers Urged to Refuse 
Advertising 

LansinG, Micu., Sept. 29.—Insurance wild- 
catters seeking a foothold in Michigan must 
confine their sales appeals to their favorite me- 
dium, the United States mails, if the Michigan 
Insurance Department is successful in an at- 
tempt launched this week to obtain co-operation 
of newspapers in the department’s campaign by 
obtaining their pledges to reject advertising 
submitted by questionable concerns lacking 
proper authority to transact business in the 
State. 

None of the notorious mail-order agencies 
which solicit regular agencies for “excess” and 
“sub-standard” business to be placed with their 
innumerable foreign connections makes use of 
the newspapers, of course, but there are many 
domestic carriers regarded by the department as 
equally noxious which attempt to insert suavely 
worded “ads” in the daily press seeking mail- 
order applications from the general public. 

One of these concerns which has been most 
persistent recently in its advertising in Michi- 
gan papers and which the department particu- 
larly wants debarred from all respectable ad- 
vertising columns is the National Protective 
Insurance Association of Kansas City, Mo. The 
department knows little or nothing about this 
carrier but officials are exceedingly suspicious 
of its operations and it is, of course, known 
that the carrier possesses no Michigan license 
so that insurance contracts made by Michigan 
people with such an outsider would be unen- 
forcible in the State courts. 
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PHILADELPHIA AGENCY SITUATION 
Companies and Representatives at Dead- 

lock—Agreement May Not Be Signed 

PHILADELPHIA, PENNA., October 2.—A few 
weeks ago the odds were 100-1 that the first 
of the new year would find Philadelphia agents 
and the companies sitting down to a love feast 
with everyone smoking the pipe of peace as the 
agents affixed their “John Hancocks” to the 
new Eastern Underwriter agreement. 

To-day its another story. No one is even 
certain that the agreement will be signed. 

A month or so back the companies, it was 
believed, would give in to the agents on the 
two main points under fire—the two-agency 
plan and readjustment of branch offices. Now 
the companies have taken the attitude that they 
will keep the three-agency system and as far 
as the branch office system is concerned, they 
will run them as economically as possible. And 
the agents, one hears, won’t sign the agreement 
on January 1. 

One also hears that the companies are going 
to offer the agents a higher commission scale— 
of 35 per cent on preferred risks—to try to 
make them forget the two-agency plan. 

According to the agents, some seven or eight 
years ago, the companies were having a battle 
with the underwriters. They asked the agents 
to help them, let them put in a three-agency 
system and make peace with the underwriters. 
The agents agreed so that they could take care 
of the underwriters. Now they argue, virtually 
all the underwriters are out of business and 
those that remain are merely stamping organ- 
izations. The need for a three-agency plan does 
not exist any more and they want the companies 
to go back to the old scheme of things. They 
argue, too, that when the three-agency plan 
was put into effect, their agency plant naturally 
showed a drop in value. They want to bring 
it back to its old value. 

The agents also declare that their profit is 
about 9 per cent. Their underwriting expenses 
are between 8 and 8% per cent, making their 
net profit between %4 and one 1 per cent. 

Their main objection to the present branch 
office method is that while the agent and broker 
is paid the same commission, the branch office 
does all the policy writing and the agent in 
reality gets an additional 8 per cent. This fact, 
they argue, precludes their being able to bid for 
the business. They argue that they cannot afford 
to give the agent the same advantages and still 
make money. 

General agencies in Philadelphia declare that 
they are not interested in competition. They 
don’t care, so they say, how much competition 
they have. What they do want however, is that 
everyone will be on the same scale with them. 

They will point out for you that in recent 
years the companies’ expenses have increased 
about .6 or .7. Their expenses, too, have in- 
creased, they assert, and the companies have 
done nothing for them. 

This then, is the present outlook in Philadel- 
phia. Three months still remain before the first 
of 1929 and much can happen in that time. How- 
ever, unless the companies or the agents recede 
from their present stand—and both declare that 
they won’t—it seems rather certain that no 
agreement will be signed January 1. 
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PUBLIC RELATIONS. PLAN 
DISCUSSED 





National Board’s Program Outlined 





0. B. RYON’S VIEWS 





Fire Underwriters’ Counsel Stresses Neces- 
sity for Co-operative Advertising 
One of the most important features of the 
annual convention of the Insurance Advertising 
Conference, held the first three days of this 
week at Washington, D. C., was the address 
on “Public Relations and the National Board,” 
by O. B. Ryon, consulting counsel of the Na- 

tional Board of Fire Underwriters. 

The plan of the National Board to under- 
take an advertising campaign for th epurpose 
' of making the insurance public better acquainted 
with the business of fire insurance as done by 
the stock fire insurance companies, and the re- 
lation of this industry to other commercial and 
industrial agencies of the country, has already 
received corisiderable publicity. Mr. Ryon dis- 
cussed this plan and the reasons for the experi- 
ment at considerable length and in so doing re- 
viewed the value and uses of advertising and 
also what the insurance companies had to ad- 
vertise and the reasons for doing so. 

He recalled certain types of advertising that 
had impressed him as a youth and, though such 
advertising was now rightly considered old- 
time advertising and methods have changed, the 
psychology remains. Nowadays, he said, the 
approach to the public mind is by new and im- 
proved methods in harmony with the evolu- 
tionary processes which have characterized the 
last half century, and the road has been altered 
improved, macadamized, possibly paved, but the 
destination is the same. Advertising today, he 
asserted, has a scientific side which it did not 
have fifty years ago. Then, if a producer had 
anything to sell, his notion of advertising his 
wares was to bring them directly to the people. 
The modern method, he said, which is the result 
of study and scientific investigation, is to bring 
the people to the goods and so no longer do we 
hear the street faker, with soap, patent medi- 
cines, knife sharpeners and other commodities, 
and the ballyhoo man with his negro banjoist 
has gone to return no more, forever. 

In the inauguration of the proposed campaign 
of fire insurance advertising, the stock fire com- 


panies, Mr. Ryon said, are actuated by a three- 
fold motive. 

First: the conviction that the stock fire com- 
panies, acting through the National -Board and 
other agencies, have been for many years and 
still are rendering the public a service of im- 
mense value, and the facts in this regard are 
not sufficiently understood nor the value of 
the service appreciated. 

Second: there is a misapprehension about 
the character and terms of the fire insurance 
contract and the legal status of fire insurance 
resources which has confused otherwise well- 
informed persons, in and out of the business, 
and particularly some public officials whose of- 
ficial attitude is of first importance. 

Third: the stock fire companies believe the 
public, generally, should, by educational proc- 
esses be brought to a clearer understanding and 
keener appreciation of the interrelation of all 
sorts of business and the absolute interdepen- 
dence of one upon another. 

Mr. Ryon pointed out that the National 
Board of Fire Underwriters, composed of some 
230 stock fire insurance companies, notwith- 
standing its existence of more than sixty years 
has never been given to systematic publicity or 
advertising, and while, in his opinion, its use- 
fulness and public service have been fairly well 
understood and in some quarters appreciated, he 
was persuaded the public generally had little 
more than an intimation of the widespread ac- 
tivities and the important public service per- 
formed by the fire insurance companies of this 
country through the Board and the various 
departments and agencies it maintains. He 
gave a brief account of what these departments 
and agencies were and the nature of the work 
they are doing. 

Mr. Ryon paid a high tribute to the American 
insurance agent. More than a century ago, he 
said, the stock fire insurance companies estab- 
lished and have since continuously maintained 
and fostered the American agency system and 
in no other country and in no other business in 
this country does the agent mean so much or 
has had so much authority. The local agent’s 
job today, he asserted, is one of service. He is 
a specialist, an expert adviser. He is one of 
the gifts of stock insurance to the American 
public and one of the agencies through which 
any campaign of public relations must reach 


the public. 
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NATIONAL LIBERTY INSURANCE COMPANY OF AMERICA 


Home Office: 709 6th Avenue, New York City 


Summary of Semi-Annual Statement, July 1, 1928 


Capital 


Premium Reserve 


Reserve for all Other Liabilities 


Net Surplus .... 


7 Total Assets . 


SURPLUS TO POLICYHOLDERS $20,758,100.02 


wa dee $2,000,000.00 
9,826,847.02 
Ca eaaee aime 1,825,129.00 
See sd we o eracacwrs hae 18,758,100.02 





. -$32,410,076.04 
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Jersey Agents Meet 
(Concluded from page 13) 

At the special meeting of the Association held 
in Trenton on February 1 last, the membership 
passed a resolution authorizing the officers and 
committees to take such action as they found 
necessary to have approved a uniform commis- 
sion on fire insurance of at least twenty-five 
per cent and to oppose non-policy writing agents 
receiving other than brokerage commissions. In 
order to carry out the terms of this resolution, 
a special legislative committee was appointed 
and that committee working in conjunction with 
the officers, used their efforts to have passed— 
Senate Bill 98—that had previously been intro- 
duced by interested agents. This bill provided 
that all companies licensed to do business in 
New Jersey pay a uniform rate of commissions 
to their agents in the State and was so worded 
as to provide a differential between the rate of 
commission paid to policy writing agents and 
the rate paid to non-policy writing agents. 


SPEAKERS’ PROGRAM 


Luncheon was served in the grill room of the 
hotel and a series of addresses followed. C. E. 
Rickerd, advertising manager of the Standard 
Accident Insurance Company, spoke first. “He 
was followed by Edson S. Lott, president of 
the United States Casualty Company, who spoke 
on compulsory automobile insurance and partic- 
ularly commended to attention what he called 
the Pennsylvania plan, which is a law designed 
to prevent a driver from getting a license to 
drive so long as he has an unsatisfied judgment 
against him. Mr. Lott said that a law to this 
effect will be introduced in several States this 
year. 

R. P. De Van, newly elected president of 
the National Association, talked on the five- 
year developed program, the accomplishments 
of the past year and plans for the ensuing year. 

W. N. Bament, vice-president and general 
adjuster of the Home Insurance Company, made 
an interesting talk on his varied experiences in 
the adjustment field, with particular relation to 
the clause showing the interest of the mort- 
gagee. He related many incidents of an amus- 
ing and educational nature. 


PRESENTATION TO PRESIDENT GODSCHALL 

The meeting was brought to a close with 
with the presentation to President Godschall 
of a gold wrist watch of a very expensive make, 
in recognition of the way in which he has built 
up the Association during the most trying pe- 
riod of its history. The presentation was made 
by Past-President Fred J. Cox. 





INSURANCE ISSUED 





Fire - Automobile 
Windstorm - Tornado 
Sprinkler Leakage 
Explosion 
Rent & Rental Values 
Use & Occupancy 
Tourist Baggage 
Property Damage by Aircraft 
Riot & Civil Commotion 
Inland Marine - Parcel Post 











Registered Mail 
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Convention of Insurance Commissioners 


(Continued from page 3) 
fice of the company or by general agent or other 
supervising official. 

The resolution relating to unauthorized in- 
surance recommended that the laws of each 
State be amended to incorporate the following: 

“(1) The corporate powers of each company 
incorporated in this State to transact the busi- 
ness of insurance shall be limited to the issuance 
of policies insuring persons or property or other 
hazards in the State of domicile and in other 
States from which it has received authority to 
transact insurance business from the insurance 
department of such State. 

“(2) Any person or persons who maintains 
or operates in this State an agency or organiza- 
tion for the transaction of insurance business in 
another State shall be subject to the laws of 
this State relating to the licensing of agents 
and brokers. A violation of this law shall be 
a misdemeanor to be modeled after Chapter 
221, New Jersey Legislature of 1928.” 

The fire insurance committee report recom- 
mended that the report of the Eastern Under- 
writers Association on general coverage and 
combined fire and marine inland covers be ap- 
proved and adopted as the principle of writing 
interstate coverage, with the following pro- 
visos: That all data collected by the Interstate 
Board be at the disposal of any commissioner ; 
that modifications in the 20 per cent differential 
offsetting the short rate cancellation be made if, 
and when, experience demonstrates the equity 
of such modifications; that the committee of 
the convention be authorized to consult with 
the bureau tending towards any other change 
or modification which might be required. Clar- 
ence W. Hobbs submitted his report on work- 
men’s compensation insurance. 

Prior to the closing of the convention a most 
affecting memorial tribute was paid to the late 
John C. Luning by President A. S. Caldwell, 
Secretary Joseph Button and Ex-President H. 
O. Fishback of Washington. These men had 
been long associated with Mr. Luning, and 
knew of the peculiar personal attributes of their 
associate, which tended to make him an out- 
standing official, a rigorous exponent of fair 
treatment to everyone, and a lovable personal 
character. 

After a trip through the Blackhills on Tues- 
day the National commissioners convened at 
8:30 P. M. for a short business session, with 
President A. S. Caldwell in the chair. Super- 
intendent Beha as chairman made the report on 
valuation of securities. His report was ac- 
cepted and the convention authorized Mr. Beha 
and the Eastern members of his committee to 
arrange a satisfactory contract with Poor or 
Scudder for the publication of the new securi- 
ties book. The reports of the committee on 
blanks and convention examinations were re- 
ceived and adopted. The report of the secre- 
tary-treasurer was read and accepted. James 
A. Beha, Superintendent of Insurance, of New 
York, delivered his address on Present-Day 
Marine Insurance. Mr. Beha, whose report is 
given elsewhere, concisely and clearly analyzed 


the current problems of the American Marine 
Underwriters and outl’ned the work being done 
to encourage this branch of the insurance, both 
by the companies and by the State. Mr. Beha 
counselled each commissioner to watch the ac- 
tion of the next congress relating to marine 
insurance, as it was his opinion that certain 
members of congress were dissatisfied with the 
present Federal Marine Biil and would en- 
deavor to further place the Federal Government 
in the marine insurance business. The paper 
was discussed by Commissioner H. O. Fishback 
of Washington and Charles R. Detrick of Cali- 
fornia. Commissioner John C. Luning intro- 
duced a resolution commending the attitude of 
Commissioner Wesley S. Monk of Massachu- 
setts in his recent stand in the compulsory au- 
tomobile rate controversy in Massachusetts, 
which resulted in his resignation. The resolu- 
tion was unanimously adopted. 


UNAUTHORIZED INSURANCE 


The session opened Thursday with a discus- 
sion of Unauthorized Insurance, by M. A. 
Freedy, commissioner of insurance of Wiscon- 
sin. Mr. Freedy stated that the curbing of un- 
authorized insurance was the most serious prob- 
lem of the day, and in detail outlined the efforts 
which had been made by the commissioners for 
over forty years to put this pernicious evil out 
of the insurance business. He divided un- 
licensed carriers into three classes: Those 
which are licensed in no State; second, those 
legitimate companies licensed in some States but 
not in all in which they operate; and, third, 
those that comply with the laws of the home 
State, but make no effort to comply with the 
laws of other States, and solicit by outside 
mail. He dwelt upon the progress which had 
been made in Wisconsin legislation against 
these unauthorized characters, and commended 
the recent New Jersey statute. His paper was 
discussed by Commissioners Clark of Vermont, 
Porter of Montana, and White of West Vir- 
ginia. 

The subject of Acquisition Costs for a Life 
Insurance Company was opened by John R. 
Dumont, insurance commissioner of Nebraska. 
Mr. Dumont said in conclusion: 

“The Armstrong investigation was a lesson 
which none should forget. Twenty-two years 
have proven the stability of legal reserve life 
insurance companies. 

“Twenty-two years through ep‘demics, wars, 
rising costs, competition and fighting against 
adverse public opinion and legislative whims, and 
still, these companies have continued to grow 
to their almost startling magnitude, rendering 
a service unequaled by any other business, at a 
steadily reducing cost to the public. 

“Ts this not a record to be justly proud of? 
Does such a record require government regula- 
tion of acquisition costs or rates? I hardly 
need to say that I for one am convinced that 
the facts prove otherwise. I am more than 
ever convinced after my careful study of the 
situation, that it is not time for the govern- 
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ment to attempt price fixing or rate making for 
life insurance. I am already on record more 
than once as regards other branches of the in- 
surance business. 

“Safety first should be the watchword partic- 
ularly with regard to life insurance. No State 
has a right, morally, under any circumstances, 
to attempt to drive life insurance rates down be- 
low a point of safety and this might easily be 
the result if legislative action is taken to fur- 
ther control acquisition costs. 

“Whenever the State governments will really 
play fair in the matter of taxes on premiums, 
then they can all do considerable toward bring- 
ing down the cost of insurance to the public. 
May I ask how any legislature has the nerve to 
seek a reduction in acquisition costs in any kind 
of insurance, when all are guilty of charging 
many times more in taxes on premiums than 
enough to pay for proper supervision, which is 
the only excuse for such taxes? 

“Acquisition costs can best be regulated by 
honest management, friendly co-operation, de- 
cent competition and proper publicity. Gov- 
ernment control through legislation is an ex- 
pensive, unnecessary measure which will ac- 
complish no real good.” 

His paper was discussed by Commissioner 
Wells of Minnesota and Commissioner Dunham 
of Connecticut. The principal part of Mr. 
Wells’ paper was an attack on the early dividend 
scales of the older life insurance companies. 
He said that these dividends are not actually 
earned in the earlier years, but rather made pos- 
sible by anticipating future earnings or by cur- 
tailing the true earnings of older policies. They 
are defended, he said, on the ground that they 
attract new policyholders and thereby benefit 
the companies as a whole, so that all policy- 
holders ultimately benefit. He believed that this 
condition was an unfair practice, that is, unfair 
to younger companies which had not as yet 
built up a clientele. 

Colonel Dunham, of Connecticut, in discuss- 
ing the Acquisition Cost problem referred to the 
proposed changes in the New York Law as fol- 
lows: 

“T do not believe that the legislature of New 
York ever intended that section 97 should dictate 
to life insurance companies the classes of life 
insurance they should write. It did not intend, 
therefore, it seems to me, to compel companies 
to write a large amount of term insurance, or 
endowment insurance or any other particular 
class of life insurance. 

“However, it has practically reached the point 
now that some companies at least must write 
certain classes of business in excess of what 
they would otherwise write were it not for 
the provisions of section 97, in order to comply 
with the limitations laid down in that section. 
Such a condition is not a good one. Business 
should flow readily in its natural channels as 
long as it is conducted on a sound economical 
basis. 

“The proposed modernization of section 97, 
as I understand it, is intended to correct this 

(Concluded on next page) 
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MARINE SITUATION 


James A. Beha Outlines Steps Taken 
to Strengthen American Facilities 








UNDERWRITING PROFIT TAX 





New Method Has Not Been in Operation 

Sufficiently Long to Predict Results 

Against Multiple Line Principle 

Speaking on Present Day Marine Insurance 
before the National Convention of Insurance 
Commissioners at Rapid City, S. D., last week, 
James A. Beha, Superintendent of Insurance of 
the State of New York, said that the two devel- 
opments of outstanding importance in American 
marine insurance of recent years have been the 
formation of the American Marine Insurance 
Syndicates and the advancement of legislation 
favorable to American marine insurance; both 
sound and forward steps in the interest not only 
of American marine insurance but also of 
American commerce generally. 

He reviewed the history of the inception and 
development of these movements which repre- 
sented efforts on the part of American marine 
insurance underwriters and progressive State 
legislatures to carry out specific recommenda- 
tions made by the sub-committee on Merchant 
Marine and Fisheries to the House of Repre- 
sentatives of the United States in its report of 
1920, and in its memorial address the same year 
to the National Convention of Insurance Com- 
missioners, as welf as to the governors of all 
the States. 

As a result the American Marine Insurance 
Syndicates were formed with three divisions, 
A, B and C. Section B, which insured only 
steel ocean-going vessels sold by the United 
States Shipping Board or its Emergency Fleet 
Corporation, has ceased to function having com- 
pletely served the purpose for which it was 
originally organized, but sections A and B, 
according to Mr. Beha, have accomplished and 
continue to accomplish splendid results. Syndi- 
cate A, Mr. Beha said, which is the association 
for the maintenance of an organization for in- 
spection, damage and loss surveys of vessels of 
all types and classes, has become firmly estab- 
lished as an indispensable adjunct to Ameri- 
can shipping and marine insurance and should 
continue under its present auspices to function 
with increased efficiency and success. Syndi- 
cate C, which insures privately owned Ameri- 
can steel ocean-going vessels, has, according to 
Mr. Beha, a record of sound achievement, and 
he asserted that the organization and continued 
successful operation of these syndicates consti- 
tutes the reply of American marine insurance 
interests to the sub-committee’s recommenda- 
tion for self-help and co-operative action. 

Mr. Beha discussed at length the legislation 
enacted in New York and in certain other 
States which placed marine insurance taxation 
upon an underwriting profits basis instead of 
upon premium income. As he said, this repre- 
sents a radical departure from established prac- 
tice, but, he said, was justified on the theory 
that it was ‘in compliance with the mandate of 
the Federal government as represented by the 
official congressional committee. He said that 
the ultimate effect of the adoption of the un- 


derwriting profits tax principle for marine in- 
surance will not be apparent until after perhaps 
three or more full years of operation. Returns 
for the first year, 1927, he said, were filed with 
the New York Insurance Department in July, 
1928, and at the present time were undergoing 
regular audit. For the year, 1927, he said, 
companies of Pennsylvania, Connecticut and 
the District of Columbia will be taxed by New 
York upon the underwriting profits basis on 
marine business because of the similar treat- 
ment accorded by these States to New York 
companies. New Jersey, having passed similar 
leg'slation in 1928, its companies also for this 
year will be taxed by New York on marine 
underwriting profits. Mr. Beha predicted that 
such legislative action may prove to be the fore- 
runner of other liberal legislation intended to 
remove what the congressional investigating 
committee believed to be obstructions to the 
free and unhampered development of American 
marine insurance and, indirectly, of American 
shipping and commerce generally. 

Among the recommendations submitted before 
successive meetings of the National Convention 
of Insurance Commissioners the establishment 
of the multiple-line principle, the enlargement 
of reinsurance facilities and the removal of 
general limitations upon the financial powers 
of American companies which were indicated 
to be hampering their operations in foreign 
fields. 

Reinsurance facilities, Mr. Beha pointed out, 
were automatically expanded by the formation 
of the syndicates. He said he was in full ac- 
cord with the principle that American marine 
insurance companies must themselves become 
international in character. He did not, how- 
ever, agree with the multiple-line principle. It, 
he said, represents too radical a departure from 
established procedure. He said it was an un- 
necessary lowering of the established and suc- 
cessful standards of safety and in no way 
would add to the progress and siccess of in- 
surance. 

Mr. Beha also commented briefly upon efforts 
that were made to secure the creation of a gov- 
ernment owned and operated marine insurance 
fund which was aggressively combatted by the 
American underwriters. 

Prudential Will Celebrate 53rd 
Anniversary 

On October 15, the Prudential Insurance 
Company of America will celebrate its 53rd 
anniversary by giving an informal luncheon at 
its home office in Newark, N. J. 


Convention of Insurance Commissioners 
(Concluded from page 18) 
condition and to this extent it is to be com- 
mended. Obviously companies should write ac- 
ceptable forms of life insurance without arti- 
ficial restrictions. It is economically sound that 
the law should recognize this fact. Such a 
change would be merely a readjustment to 
present conditions and not a radical fundamental 
change in the underlying principles of the law.” 
The Connecticut Commissioner expressed the 
belief that the statute needs to be modernized, 
but not in such a way that it would impose 
undue statutory restrictions. 
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_ LIFE INSURANCE GROUP SESSION 
Insurance Advertising Men Adopt Novel 
Round-Table Plan of Sessions 

Wasuincton, D. C., October 1.—A _ novel 
idea in discussions was introduced at the life 
insurance group session of the Insurance Ad- 
vertising Conference at the Hotel Washington 
here to-day. Round-table talk was in order 
and several tables were arranged in the room. 
Each was in charge of a chairman, while Joseph 
P. Licklider, of the Missouri State Life, pre- 
sided over all. At the end of each 15 minutes 
of discussion, the members changed tables 
(though the several chairmen remained) and at 
the end each chairman arose and gave the re- 
sults of the work under his auspices. Advertis- 
ing plans for agency forces, agency publications 
and direct mail advertising were the topics up- 
permost. 

Table chairmen were: B. N. Mills, Bankers 
Life; S. A. Swisher, Jr., Equitable Life of 
Iowa; C. T. Steven, Phoenix Mutual Life; C. 
C. Fleming, Life Insurance Company of Vir- 
ginia; K. H. Mathus, Connecticut Mutual Life, 
and Francis J. Bohl, Peoria Life. 

Trade Journal advertising was the leading 
topic of discussion at the meeting Tuesday af- 
ternoon of the Life Group Section of the In- 
surance Advertising Conference, and a lively 
discussion on the subject was concluded only 
when several present suggested that the topic’be 
taken up at the next meeting of the Conference 
for more extended discussion. 

H. F. Brandon, of the Columbus Mutual 
Life, Columbus, Ohio, spoke on ways and means 
of making the front page, observing that often 
the most important news is put back while in- 
teresting and entertaining matter wins atten- 
tion. He stressed the point that news must be 
presented in a concise manner and put out well 
in advance if results are to be expected. 


Other speakers at the session were Luther B. 
Little, Metropolitan Life, New York; Larry 
Jacobs, Southland Life, Dallas; E. P. Herman, 
Lincoln National Life, Fort Wayne, Miss.; 
Chole Peterson, Business Men’s Assurance, Kan- 
sas City, and R. G. Richards, Atlantic Life, 
Richmond. Joseph P. Licklider, Missouri 
State Life, presided. 


The International Life Case 


St. Louis, Mo., October 1—The October term 
grand jury is conducting an investigation into 
the International Life case, and a number of 
officials and employees of the defunct life in- 
surance company have already testified concern- 
ing what transpired prior to the time the in- 
vestigators from nine States succeeded in dis- 
covering the true condition of the company. 

It is very indefinite as to when Roy C. Toombs 
will be brought back to St. Louis. He has suc- 
ceeded in using the Federal bankruptcy proceed- 
ings involving the Toombs & Daily Company, 
of Chicago, which he headed, to evade answer- 
ing to Missouri for the wrecking of the life 
insurance company. Apparently Circuit Attor- 
ney Sidener has not questioned the legal right 
of the referee in bankruptcy in Chicago to use 
his office to keep Toombs away from St. Louis, 
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Security Mutual Casualty Co. 
Cash Assets $9,902,640 Cash Surplus $2,710,000 
Fundamentally Right Economically Operated Financially Sound 


The largest carrier in 
the United States of 


Treaty Reinsurance and Catastrophe 
Excess Insurance on Workmens Compen- 
sation and/or Employers. Liability 
All Forms of Public Liability, including 
Automobile and other Casualty Lines 


Inquiries Invited 


HENRY W. IVES & CO. 


United States Underwriting Managers 
75 FULTON ST., N. Y. Telephone Beekman 6727 


FACULTATIVE FACILITIES ON ACCIDENT & HEALTH 
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SHIELD POLICIES 


Ordinary Life Insurance 
Industrial Life Insurance 
Health & Accident Insurance 
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Ney = Total claims paid 28 years ending 
He December 31, 1927, $57,976,110.40 








C. A. CRAIG, President W. S. BEARDEN, Sec’y-Treas. 


THE NATIONAL 
LIFE @ ACCIDENT INSURANCE CO. 


Home Office, National Building 
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Writing Casualty Insurance 
Fidelity and Surety Bonds 





Home Office: DAVENPORT, IOWA 





Guntralige 
- FOR 


“FRIENDLY SERVICE’ 


Over 2500 Agents in 42 States have CENTRALIZED 
their CASUALTY and SURETY business to the extent 
of over THREE and ONE HALF MILLIONS in PRE- 
MIUMS. They KNOW the men who are in back of 
this successful MIDDLE WEST Company offering a 
Superior Service to Agents with Simple, Direct Methods. 


Cnet. SURETY 
AN SURANCE 


Missouri 


Fred W. Fleming CORPORAT ION ey Hudson 


President -P. & Agcy. Mer. 



































Home Office Building 


Jefferson Standard 
LIFE INSURANCE CO. 


has some excellent 
territory open 


If Interested, Write 


JULIAN PRICE 
President 


OVER 
320 MILLIONS 
INSURANCE IN FORCE 








Thursday 












































October 4, 1928 


THE SPECTATOR 














Casualty, Surety and Miscellaneous 








HUGE TRANSACTIONS 





Enormous’ Business of Casualty, 
Surety and Miscellaneous Com- 
panies in 1927 





IN THE INSURANCE YEAR 
BOOK 


SHOWN 





Business of 889 Companies of Classes 
Named Is Presented 


According to the tabulations presented in the 
1928 edition of The Insurance Year Book, Cas- 
ualty, Surety and Miscellaneous Volume, just 
published by The Spectator Company, the busi- 
ness of companies of the kinds named reached 
immense proportions in 1927. There were 334 
stock companies transacting casualty, surety or 
miscellaneous insurance, their capitalization on 
December 31 last having been $211,356,106; 
their total assets were $2,473,647,421, while their 
combined surplus to policyholders was $293,- 
829,202. The premium receipts of the stock 
companies in 1927 reached the sum of $834,- 
878,404; their total income was $901,494,254; 
their payments to policyholders aggregated 
$427,343,806; their dividends to stockholders 
amounted to $28,044,238, and their total dis- 
bursements were $788,865,45. 

The mutual casualty and miscellaneous in- 
surance companies and reciprocal associations 
tabulated numbered 320, their assets being $201,- 
993,171, and their surplus to policyholders, $80,- 
924,711. Their combined premium receipts last 
year were $155,042,935; their total income was 
$165,767,809; their loss payments were $79,- 
275,718, and their dividends to policyholders 
$17,272,356, their total expenditures having been 
$136,729,865. 

Mutual accident and sick benefit associations 
numbering 225 are tabulated, assets at the end 
of 1927 having aggregated $44,992,247. Last 
year their assessments and annual 
amounted to $47,578.841, their total income 
having been $50,892,375. Last year they paid 
policyholders $27,868,831, and their total dis- 
bursements were $47,607,808. They now have 
2,259,667 certificates in force. 

The Reports of Casualty, Surety and Mis- 
cellaneous Insurance Companies, giving his- 
torical and statistical data for the individual 
companies, occupy nearly 500 pages. In addi- 
tion, this valuable volume contains an extensive 
section digesting statutory requirements in the 
various States, and also numerous useful lists 
and tabulations. A division devoted to miscel- 
laneous insurance by States, giving the pre- 
miums, losses and loss ratio of each company 
in each State for each class of business it 
transacts, is exceptionally serviceable, this de- 
partment occupying 188 pages. 

There are also directories of insurance agents, 
medical examiners, and attorneys specializing 
in insurance, comprising about 59,000 names, 


dues‘ 


the directory being conveniently arranged for 
quick use. An interesting table relates to cas- 
ualty, surety and miscellaneous insurance stocks 
and dividends, giving capital, par value, divi- 
dend rates year by year for a quarter of a 
century, book value, etc., for some 250 com- 
panies. Lists of retired companies, under- 
writers’ associations, insurance classes, etc., add 
to the value of this encyclopedia of insurance. 

The Insurance Year Book is issued in three 
volumes, devoted respectively to life, fire and 
marine, and casualty, surety and miscellaneous 
insurance. The price of either volume singly 
is $20; for either two volumes, $35, and for 
the full set of three volumes, $50. 


Casualty and Surety Men in Session 
(Concluded from page 3) 


Head, in making a plea for the understanding 
of labor’s difficulties on the part of capital. 

Dr. A. Ray Petty delivered an inspirational 
address on “The Imperatives of Achievement,” 
which he characterized as a coordination of per- 
sonality, ability toward a definite aim in life; 
as the possession of enthusiasm, and as the need 
for courage to carry on in the face of ad- 
versities. 

A noteworthy moment of the meeting arrived 
just after Mr. Henry’s talk on automobile laws 
and automobile clubs, when A. Duncan Reid, 
chairman of the Association of Casualty and 
Surety Executives, pledged the formation of a 
committee of that association to cooperate with 
the American Automobile Association in the 
settlement of what the latter might consider its 
insurance rights or its insurance problem. 

Another joint convention session will be held 
tomorrow morning, while the separate annual 
meeting of the underwriters and the agents will 
be held on Thursday. The first afternoon’s 
entertainment consisted of a ladies’ and gentle- 
men’s golf tournament. 


W. H. Shanks Still Under Indictment 

Franxrort, Ky., Sept. 29.—William H. 
Shanks of Richmond, Ky., former State auditor 
of Kentucky and as such head of the insurance 
department of this State for four years from 
January, 1924, until January, 1928, continues 
under indictment on the charge of converting 
more than $12,000 of the State money to his 
own use, as the jury trying in the Franklin 
Circuit Court was unable to agree, and was 
dismissed. 


Harry D. Vandeveer Made Executive Vice- 
President of New York Indemnity 
The board of directors of the New York In- 
demnity Company, at its meeting last week, ap- 
pointed Harry D. Vandeveer of Los Angeles, 
Calif., executive vice-president of the company. 
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“YOU”? ADVERTISING 


W. L. Barnhart Describes the Value 
of Personal Appeal 








URGES DIRECT APPROACH METHODS 





Insurance Company Messages Should Be 
Indvidualized to the Prospect, Says 
Expert 
[By a Starr CorRESPONDENT] 
WasuincrTon, D. C., October 1—The per- 
sonalized appeal is the strongest appeal in all 
advertising and insurance companies do not use 
it nearly enough, dcelared W. L. (Bill) Barn- 
hart, director of development publicity for the 
National Surety Company, in an address here 
before the Insurance Advertising Conference 
today. “The most interesting subject in the 
world to you is you. Nothing else holds half 
the attraction, nothing can possibly compare 
with it in interest.” With that statement as his 
keynote, Mr. Barnhart pointed out that insur- 
ance advertising did not talk to the prospect as 
much as it talked about a particular company 
or a general insurance idea. . 
Saying that he had analyzed the Diamond 
Jubiléé’ Number of THE Spectator as regards 
the insurance advertising displayed therein, the 
speaker gave the following results of the in- 

vestigation : 

Of the ads, 66 per cent have the name of the 
company in the very first line and in 86 per 
cent of the ads the name of the company is the 
most prominent thing of all. About 33 per 
cent are written wholly from the company angle 
and only 14 per cent might by any stretch of 
the imagination be considered to be written at 
all from the “you” angle. 

Mr. Barnhart gave a sample of what he 
meant by “you” advertising and showed how it 
brought the message directly to the prospect as 
intimately concerning him so that the person- 
alized appeal was uppermost. Advertising shouid 
talk as a salesman talks, direct to the prospect, 
said the speaker, and instanced the value of the 
direct appeal in the following example: 

I don’t profess to know much about adver- 
tising but I have made quite a study of the 
methods of the most successful personal sales- 
men and the best approach I ever heard was one 
which was used by the late Bob Edmonds. 

Once, upon a wager, Bob made a seventeen 
weeks’ tour of the country spending each week 
in a new town. He was an absolute stranger in 
town, yet he sold insurance on Monday and: on 
Tuesday and Wednesday and so on through to 
Saturday. He sold from one to six polic’es 
every day of every week in every town he vis- 
ited. And his approach which was just as good 
in Louisville as it was in Boston, and which 
worked in St. Paul and New Orleans, was: 

“Good morning, Mr. Jones, I’m from the Na- 
tional Surety Company and I’m making a sur- 
vey of a few of the leading businessmen of this 
city as regard their methods of safeguarding 
their bank accounts. Would you mind telling 
me, Mr. Jones, just how you protect your ac- 
count ?” 
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What About Accident 
and Health 


Insurance? 


Do you know what it is? Are you famil- 
i'darwith its basic policies? Do you.know its 
underwriting factors? Do you realize the 
opportuinty it offers salesmen? Can you seli 
it intelligently? Do you know how and why 
it is highly profitable to companies, agents 
and brokers alike? All these and many 
other questions. are answered in the new 
book by Armand Sommer called 


Manual of Accident and 
Health Insurance 


This book is far and away the most com- 
prehensive text production on this subject 


ever issued. It describes the business min- 
utely from all angles and tells the salesman 
exactly how to canvass for accident and 
health policies, how to make the sale, how to 
answer prospects’ objections and how the line 
can be used as an opening for other forms of 
indemnity. Everything the production man, 
home-office or field, needs to know about ac- 
cident and health insurance is in this new 
book and every phase of the business is ac- 
curately, logically and concisely detailed. 


Price $3. 


Discounts in Quantity Orders 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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Portfolio No. 13 
Now Ready 


Portfolios containing newspaper advertising suggestions, 
furnished without cost to all P. F. & M. agents, are be- 
ing used by agents more and more widely and with 
increasing effect— 


a3 








is 






if 


<= 
gs 









ee =e 


= 






of 












showing that agents are experiencing satisfactory returns 
from their efforts to keep their business constantly in the 
minds of the people of their communities. 
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The furnishing of these specimen advertisements exem- 
plifies the co-operation which exists between this com- 
pany and its agents. 


PHILADELPHIA 
FIRE and MARINE 
INSURANCE COMPANY 


HEAD OFFICE 
1600 Arch Street, Philadelphia 



























THE CONSERVATION OF HUMAN LIFE—THE NA- 
TION’S GREATEST ASSET—IS FULLY DISCUSSED IN 


HEALTH & WEALTH 


A New and Comprehensive Survey of the 
Economics of World Health 


By Louis I. Dublin, Ph.D. 


Statistician, The Metropolitan Life Insurance Company 


The eminent investigator and statistician named, in this entertaining 
and informative volume of 361 pages presents the results of years of 
study regarding the losses through sickness and death, and also 
describes measures and movement instituted to counteract such 
——, The principal topics treated are shown by the following chap- 
ter titles: . 


The Economics of World Health 

The Cost of Medical Service 

What It Costs to Neglect Our Children 

The Problem of Heart Disease 

The Problem of Tuberculosis 

The Chance of Death from Cancer 

The Problem of Old Age 

The Great American Family 

On the True Rate of Natural Increase 

Birth Control and the Population Question 
The Education of Women for Home-Making and Careers 
Life, Death, and the Negro 

Health of the Workers 

Has Prohibition Improved the Public Health? 
The Possibility of Extending Human Life 


This work is a valuable one for insurance men, physicians, public 
health workers and social workers. 


PRICE, $3 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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WANTS UNIFORM TRAFFIC 
LAWS 


Thomas P. Henry Calls Them Solu- 
tion of Highway Accident Evil 








AUTO CLUB EXCHANGES DISCUSSED 





‘Club Members Have Preferred Status as 
Liability Risks, Says Speaker 
[By a Starr CorrESPONDENT] 


WHITE SULPHUR SprINGS, W. Va., October 
‘'2.—What the American Automobile Association 
is and what it seeks to accomplish for its mem- 
bers in particular and for the community in 
general was discussed by Thomas P. Henry, 
president of the American Automobile Associa- 
tion, in an address before the joint convention 
of the Internat:onal Association of Casualty and 
Surety Underwriters and the National Associa- 
tion of Casualty and Surety Agents at the 
Greenbried Hotel here today. 

The Association, he said, is a federation of 
motor clubs, the largest federation in the world, 
composed of 1065 automobile clubs in every 
State in the Union and in the territorial pos- 
sessions of the United States, and has twenty 
affiliations in foreign countries. 

The fact that when it came to the insuring 
members of these clubs against liability, the un- 
derwriting companies failed to recognize the 
preferred status of the club members, he said, 
resulted in a good many of the clubs setting 
up their own insurance exchanges for their own 
members. He said that he did not see how this 
activity can be interpreted as a fight against 
the insurance companies. He added that the 
American Automobile Association is not in the 
insurance business in any manner, shape or 
form, and that the activities he had outlined are 
confined to the clubs, which are local, self-gov- 
erning institutions within the limits of the 
charter granted by the national body. 

He explained that the Association was op- 
posed to compulsory automobile insurance and 
Sutlined the reasons for its position, treating in 
detail the condition resulting in Massachusetts 
as a result of the law on compulsory automo- 
bile insurance in that State. 


He said that the Association is not unmindful 
of the claims of victims of accidents and that it 
was watching the result of laws that have been 
enacted in Connecticut, Maine, New Hampshire, 
Rhode Island and Vermont for such light as it 
might throw on that aspect of the situation. In 
conclusion he said: 


Our Association and its clubs are working 
wholeheartedly for nation-wide adoption of the 
Uniform Motor Vehicle Code and the Uniform 
Motor Vehicle Traffic Ordinance. Fundament- 
ally, I look on these as safety measures. At our 
recent annual convention in Cincinnati, we ap- 
pointed a national committee to undertake an ex- 
haustive new study and continuing previous 
studies of compulsory insurance and of financial 
responsibility. I am hopeful that this commit- 
tee will develop a model law for the guidance 
of our affiliated clubs in their States, a law 
which will seek at the same time to eliminate 
the reckless driver and to assure compensation 
to victims of accidents along equitable principles, 
but which will avoid the economic and political 
pitfalls of dangerous experiments along drastic 
and wholesale lines. 


FRANK G. MORRIS MADE 
PRESIDENT 


Heads New Standard Surety and 
Casualty Company 








HAS HAD. TWENTY-SIX YEARS’ 
EXPERIENCE 





Standard Accident of Detroit Suing. on 
Ground of Title Similarity 

Frank G. Morris has been elected president 
of the newly-organized Standard Surety and 
Casualty Company of New York. The new 
carrier, which was incorporated in the Empire 
State as announced in THE Spectator of June 
7, is identified with the Standard Fire and the 
Tokio Marine and Fire and will have a capital 
of $1,000,000 and surplus of $1,500,000. It will 
write both casualty and surety lines. 

Mr. Morris resigns as Assistant United States 
manager of the Ocean Accident and vice-presi- 
dent of the Columbia Casualty to accept his new 
post. He has had twenty-six years of insur- 
ance experience during all of which time he has 
been connected with the Ocean Accident. 

The Standard Accident Insurance Company, 
Detroit, has begun suit in the Federal Court, 
Southern District of New York, against the 
Standard Surety and Casualty Company to re- 
strain it from using the selected name. The 
Detroit company seeks an injunction against the 
use by the new carrier of the name Standard 
on the ground of conflict of nomenclature. 


HEADS GUARDIAN CASUALTY 

O. B. Augspurger Succeeds Late J. R. 

Young 

The directors of the Guardian Casualty Com- 
pany of Buffa:o, and the Merchants Mutual Cas- 
ualty Company of Buffalo, have elected Owen 
B. Augspurger, president of these companies, 
succeeding the late J. R. Young who recently 
was killed in an automobile accident in South 
Dakota. Mr. Augspurger was executive vice- 
president and secretary of the companies and 
had been closely associated with Mr. Young in 
his insurance operations since he organized the 
Merchants Mutual Casualty in 1917 and also 
in his management of the Metropolitan Com- 
mercial Corporation of Buffalo, which controls 
the Metropolitan Securities Corporation of 
Cleveland. The Metropolitan Commercial and 
the Metropolitan Securities are automobile 
finance concerns with aggregate capital of $2,- 
000,000. 

At the same meeting of the directors of the 
Guardian Casualty and the Merchants Mutual 
the following promotions were made in the of- 
ficial staffs of the two companies: 

C. W. Brown, vice-president and secretary 
of the Merchants Mutual Casualty and vice- 
president and secretary of the Guardian Casu- 
alty; Perry E. Wurst, executive vice-president 
of the Guardian Casualty; J. F. Tucker, vice- 
president and treasurer of the Merchants Mu- 
tual Casualty and treasurer of the Guardian 
Casualty; E. A. Tallman, vice-president of the 
Guardian Casualty in charge of the bonding de- 
partment; George E. Hardy, vice-president of 
the Guardian Casualty in charge of its New 
York office. 
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AUTO FATALITIES 


620 Deaths in Seventy-Seven Cities 
in Four Weeks 








RATE IS UP 4 PER CENT 





For Year Ending September 8 Figure Is 
22.4 Per 100,000 Population 
The Department of Commerce announces that 
during the four weeks ending September 8, 
1928, seventy-seven large cities in the United 
States reported 620 deaths from automobile ac- 
cidents. This number (620) compares with 525 
deaths during the four weeks ending September 
10, 1927. Most of these deaths were the result 
of accidents which occurred within the cor- 
porate limits of the city, although some acci- 
dents occurred outside of the city limits. 


For comparison, the number of deaths due to 
automobile accidents within city limits is desir- 
able. Such figures are available for the four- 
week period ending September 8, 1928, and for 
the corresponding four-week period of 1927 for 
all of the seventy-seven cities, the four-week 
figure in 1928 being 505 as contrasted with 448 
for the corresponding four weeks in 1927. 

Considering by four-week periods since May, 
1925, total deaths from automobile accidents for 
seventy-seven cities, regardless of place of ac- 
cident, the lowest total (346) appears for the 
four-week period ending March 27, 1926, and 
the highest (686) for the four-week period end- 
ing November 5, 1927. 

For the fifty-two-week periods ending Sep- 
tember 8, 1928, and September 10, 1927, the 
totals for the seventy-seven cities were, respec- 
tively, 7327 and 6963, which indicate a recent 
rate of 22.4 per 100,000 population as against 
an earlier rate of 21.6, or an increase of 4 per 
cent in the rate in a single year. 

Two cities reported no deaths from auto- 
mobile accidents for the last four weeks, while 
ten cities reported no deaths from automobile 
accidents for the corresponding period of 1927. 

For the last four-week period reports as to 
whether deaths occurred from automobile ac- 
cidents within city limits or outside were re- 
ceived from all of the seventy-seven cities re- 
porting. In these cities in this four-week pe- 
riod, the total number of deaths from automo- 
bile accidents was 620, but only 505 of those 
were due to accidents within city limits. 


Connecticut Plate Glass Entering Three 
More States 

The Connecticut Plate Glass Insurance Com- 
pany, Torrington, will soon enter the States of 
New York, New Jersey and Pennsylvania to 
write plate glass insurance only. The com- 
pany is now licensed in Connecticut, Massachu- 
setts and Rhode Island and does a good volume. 


Hudson Casualty Appoints L. S. Miroff 

The Hudson Casualty Insurance Company, 
Jersey City, has announced the appointment of 
Leon S. Miroff as regional agent at Liberty, 
Wee¥: 
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EMPLOYERS INDEMNITY CORPORATION 


Announces that its corporate name has been changed to EMPLOYERS REINSUR- 
ANCE CORPORATION;; and its capital increased from $700,000 to $1,500,000, and 
surplus increased from $620,126 (as of June 30, 1928) to $2,247,836. The Corporation 


presents the following: 


CONDENSED STATEMENT 
as of June 30, 1928, augmented by the added capital and surplus paid in as of September 20, 1928 











ASSETS 

REAL Estate, Home Office Building....................2.0005: $325,000.00 

NEEL EY SE aE ee me a ee 156,626.51 

I, ong ie Poe aye bk MEN a AE URE EM EE UU nein be eee as $ 481,626.51 
I ire NOL. 1G Sh cis 5 cali Re Wee ae ew ae aes 896,273.50 
dS ay ap a ke on ale Ce 6 eI eae a ord Mele eee ae 5,000.00 
pe BF Ee OE, . 55 sn oe ce cw icwn ees $112,179.50 

Gente, Comity, Mmicipal..... 2.605.006 5208s. 677,597 .92 

re MG nsw Gis oa ae Ree ES 422,000.00 

eS Le US oa he a re ee 20,760.00 

MINE, (2 oil. ee yk oy os Ye beh be eee iets $1,232,537 .42 
Rite hans astute ie o's o's Sh n'd wh eae eae 119,440.00 

Totas, Bowne anp Sroces, Market Value. ...... 6... ccc ces cccececcc dts 1,351,977 .42 
mea a Ae ee BB ik 5 so ns uh mek dao ok deo od eax seccpevenpees 473,141.61 
CaAsH IN BANKS REPRESENTING ADDITIONAL CAPITAL AND SURPLUS.........:... 2,427,710.83 
PREMIUMS IN COURSE OF COLLECTION (under 90 days)............ 0.0.0 ceeeeee 627,724.08 
NE S58 A ag aI gga ee Who de 4S nw RE ew eo 40,289.42 
nas DREAMED. 6. ws) 2d dic ae ahs oe bob SSA PP As SN ES eee dsesaen 120,000.00 

Se NN 0. is: 5:4 Willan Se eS PCE Re Te een hinds ea $6,423,743 .37 


LIABILITIES 


Loss RESERVE: 
Liability and Compensation, 
SO oe ee Cre er ee $1,320,563 . 99 
Loss RESERVE, Other Classes, Including Investigation Expense... 133,346.18 














as Ee cc tO a Sag lig clit te CaN Nee hasta ae ie i ek eh eg ate te $1,453,910.17 
Resseve Pom UNGARNED PRRMIUMS... ... 2.6.6 ce cece e vec c cc cccneccs 1,061,278. 66 
COMMISSIONS ACCRUED ON PREMIUMS IN COURSE OF COLLECTION............... 110,717.56 
er EE DRE IOUS TAGE. nos noo eK RBS Ea res ec ee bones 5,000.00 
RESERVE FOR PREMIUM AND INCOME TAXES.......... ccc ccc cece ccc ccesscees 45,000.00 

Rn i Pac ce Chaikin Wiel Bing la amiege iad ta aoad War ood an mei eS $2,675,906. 39 
it as, ola sma uo tha A ee Cae aan $1,500,000. 00 
ECL EE PTE SN er TC Rete, er ls 2,247,836.98 3,747,836.98 

NR El, ales em ih aiuleld, «die Khel Sle eee Ra nal ak ce ee $6,423,743 .37 


EMPLOYERS REINSURANCE 
CORPORATION 


E. G. TRIMBLE, President 
KANSAS CITY 
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PROFIT=SHARING PLAN 
ADOPTED 





New York Indemnity Inaugurates 
Compensation Program 





SPENCER WELTON’S STATEMENT 





Division of Underwriting Results With 
Agents Is Basic Principle 


Spencer Welton, president of the New York 
Indemnity Company, has announced the in- 
auguration of a new plan of writing compen- 
sation business on a fundamental profit-sharing 
principle as between the company and its agents. 
The plan was approved after numerous con- 
ferences with the agents of the organization 
and was made necessary by the fact that, as 
President Welton says, “The total of all the 
compensation lines given to all the stock com- 
panies has resulted in an underwriting loss of 
$56,000,000 in the last five years.” Speaking 
of the agents’ attitude toward compensation 
business as being “accommodation business,” 
Mr. Welton said: 


When they wrote the compensation lines and 
placed them with the companies they repre- 
sented they often knew that the losses sure to 
follow would seriously affect and perhaps en- 
tirely absorb the profit made on other lines but 
they have felt it necessary, even at some cost 
to themselves, to take care of their clients. 

In precisely the same fashion, the companies 
have taken those compensation lines from the 
agents, recognizing that the loss would be sub- 
stantial but believing it to be their duty to help 
the agent out of his difficulties. 


Pointing out that no action was taken until 
after full and frank discussions with agents, 
President Welton declared: 


As a result, a number of plans were proposed 
and it was ultimately agreed by the company 
that it would accede to a fundamental principle 
of profit sharing as between the company and 
the agent on the compensation lines, agreeing 
also to such variations as seemed to be im- 
portant or desirable in the case of individual 
agents. 

The profit sharing basic principle agreed to 
by the company is that where an agent has a 
considerable volume of compensation business 
which he feels he must place because of the 
other profitable collateral lines from the same 
client, but which are not necessarily given to 
the company carrying the compensation busi- 
ness, we will accept those lines subject to our 
usual underwriting requirements, giving the 
agent no immediate commission on that com- 
pensation business. 

He contributes his time and his agency fa- 
cilities; against that, we contribute our time, 
our home office facilities and we pay the losses. 

If a loss ratio of a certain per cent develops, 
that to include loss expense, the remainder is 
divided equally between the company and the 
agent. 

That is the basic principle agreed upon after 
the two conferences with our agents and we 
have agreed that while new and perhaps revolu- 
tionary, it is fundamentally sound. 

It was disclosed that agents felt that if they 
had compensation lines which they knew would 
develop awhigh joss ratio and which they wanted 
to place with us because, doing so, would enable 
them to write other lines upon which they will 
make a substantial profit, they should be will- 
ing to forego commission payment to the extent 


necessary to bring those lines within the normal 
loss ratio. 

If, on the other hand, his compensation busi- 
ness will return a large profit, we should be 
willing to divide that profit with him. 

As I previously stated, there are various mod- 
ifications which have been proposed and agreed 
to by the company as, for example, the making 
of certain advances against the expected d‘vision 
of profits to agents who have a considerable 
amount of brokerage business and who feel an 
unwillingness or inability to finance all the 
brokerage commissions even though they feel 
sure their business will ultimately return a 
profit. 

As I have said before, we have agreed to try 
out his plan only after consultation with a 
large number of our agents but now that we 
have all been together and have thrashed ‘t 
out in great detail, I can’t help believing that 
it marks an important step forward in agency 
relations, not alone because it is a practical 
demonstration of the National Association's 
conference ideal but because it takes the agent 
into real partnership with the company he rep- 
resents. 

We have been asked whether this new plan 
will be confined to those agents who already 
represent us or whether the agents to be ap- 
pointed hereafter may, from the very date of 
their appointment, participate in the new plan. 

It seems to me that the answer lies with the 
agents. 

The advantages of joint conferences like the 
ones we have recently held are obvious and it 
has been our observation that a constructive 
measure which offers a distinct advantage to 
one group of agents will inevitably be offered 
to other groups of agents not only by the origi- 
nating company but by others engaged in the 
same field of endeavor. 


Hudson Casualty to Enter Fidelity and 
Surety Field 

The Hudson Casualty Insurance Company, 
Jersey City, through Vice-President and General 
Manager M. A. Kreps, has announced its entry 
into the fidelity and surety field. 

The company has appointed as superintendent 
of that department Henry S. Pettit, who just 
resigned as assistant superintendent of the New 
York city bonding department of the Royal 
Indemnity Company and will assume his new 
duties about October 8. 

Mr. Pettit has had about twenty years’ expe- 
rience in the fidelity and surety business, during 
which time he has held important positions 
with several of the larger companies writing 
these lines, and he has had a broad experience 
as an underwriter. Mr. Pettit gained consider- 
able prominence as a co-author of the “Fidelity 
and Surety Bond Digest.” 


William Whiting Made a Director of 
American Surety 

At the regular meeting of the board of 
trustees of the American Surety Company, 
New York, last week, the regular 5 per cent 
quarterly dividend on the capital stock of the 
company was declared payable September 29 to 
stockholders of record September 22. 

At the same meeting William Whiting, presi- 
dent of the Whiting Paper Company, Holyoke, 
Mass., was elected a member of the board to 
succeed his father, William F. Whiting, who 
has recently become secretary of the Depart- 
ment of Commerce to succeed Herbert Hoover. 
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FORM TWO CARRIERS FOR 
AIRCRAFT RISK 





Aero Indemnity and Aero Insurance 
Companies Organizing 





BARBER & BALDWIN INTERESTS 
BEHIND THEM 





Capital and Surplus to Be Over 3,000,000 
—Holding Company Has 250,000 
Shares 
Interests allied with Barber & Baldwin, avia- 
tion insurance underwriters of New York, are 
organizing the Aero Indemnity Company and 
the Aero Insurance Company in the Empire 
State to write casualty and fire aircraft risks 
respectively. The Aero Indemnity Company 
will have a capital of $1,000,000 and a surplus 
of over $1,000,000, while the Aero Insurance 
Company, the fire insurance. carrier, will have a 
capital of $500,000 and a surplus of $500,000. 
Risks to be written will include aeroplane 
damage, owners’ liability, personal injury, :pub- 
lic and property ground damage and property 
shipped by air. The names of the companies 
have already been authorized by the New York 

Insurance Department. 

A holding company is being formed which 
will have 250,000 shares of stock. It is under- 
stood that Paine, Webber & Co., New York 
brokers, have purchased 110,000 shares of the 
holding company stock at $30 a share, making 
$3,300,000 with which to finance the insurance 
companies. 

Incorporators of the Aero Indemnity and the 
Aero Insurance are Albert E. Nuelson, Francis 
T. Christy, Lawrence Bennett, George I. 
Daniels, Granville S. Gilpatrick, T. Ballantyne 
Hamilton, David J. Lewis, Alton M. Clay, 
Hartwell Cabell, Milton B. Ignatius, Blaine F. 
Sturgis, Philip B. Campbell and Alfred J. 
Bohlinger. Cabell, Ignatius & Lown are the at- 
torneys for the new corporations. 


DINNER TO HAROLD R. CRONIN 


Civic Leaders Honor Retiring President of 
Equitable Casualty and Surety 

Sheriff Charles Culkin of New York county ; 
Samuel S. Koenig, Republican county chair- 
man; and Judges Francis X. Mancuso and Max 
Levine were guests at a dinner given last Satur- 
day night at the Hotel Biltmore in honor of 
Harold R. Cronin, president of the Equitable 
Casualty and Surety Company of 2 Lafayette 
street, who is resigning to become head of the 
new $2,500,000 Colonial Casualty and Surety 
Company now forming. 

Harold Spielberg, chairman of the board of 
the Equitable, acted as toastmaster, and included 
among those present were Harry H. Reve- 
man, president of the Seventh National Bank; 
Samuel Samuels, president of the American 
Union Bank; United States Commissioner 
George W. Cotter; H. F. Witzel, secretary- 
treasurer of the General Reinsurance Corpora- 
tion; and Samuel Barnett, president of the Mu- 
nicipal Bank. 
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BUSINESS AN AGENCY FOR 
SOCIAL SERVICE 


W. W. Head Discusses a Changing 
World 








ECONOMIC AND POLITICAL FREEDOM 





Capital Must Work for Men and Not Men 
for Capital 

Walter W. Head, president of the Omaha 
National Bank of Omaha, Neb., and ex-presi- 
dent of the American Bankers Association, 
spoke Tuesday at the joint convention of the 
International Association of Casualty and Surety 
Underwriters and the National Association of 
Casualty and Surety Agents at White Sulphur 
Springs on the subject, “A Changing World.” 

Referring briefly to some of the wonders of 
modern science, commonplace to-day but un- 
known only a few years ago, Mr. Head said 
that as a result of political and econom’c in- 
dependence we now enjoy a degree of social 
freedom which has come upon us so suddenly 
that we still are startled by the adjustments 
which must necessarily yet be made. But in 
finding this freedom, he said, we have destroyed 
some of the old restraints, we have swept aside 
or at least forgotten some of the old respon- 
sibilities. Personal respons bility has given 
away to mass responsibility and workers of to- 
day have conveyed to their fellow workers a 
great portion of that loyalty and responsibility 
which formerly was held by them for their em- 
ployer. 

He asserted that men do right to-day not be- 
cause they fear the punishment of a feudal lord, 
nor primarily because they fear an employer’s 
wrath, nor because they fear to disobey the 
head of church or State, and not even because 
they fear their neighbor’s scorn. Primarily, 
he said, man’s conduct to-day is determined by 
an affirmative desire to do that which, in the 
light of his new social consciousness, of his 
own choice and by his own judgment he real- 
izes is the thing which should be done. 

If, he said, the business man should to-day 
attempt to carry on his business as business was 
conducted tv enty-five years ago the result would 
be disastrous. Every type of business, he as- 
serted, every form of bus‘ness activity has been 
affected by the evolutionary changes which have 
been brought about in men’s relationships with 
each other, in the contact of man with his fel- 
low man, in the reaction of man to man. 

The business leader of to-morrow, he said, 
must have a conception of business as an agency 
for social service. The individual or the in- 
dividuals, who seek to direct the great accu- 
mulations of capital which have been created, 
must recognize their duty to be something more 
than the mere accumulations of additional cap- 
ital. They must keep ever in mind the power 
that is theirs to keep their capital at work in 
productive channels and for productive achieve- 
ment. They must keep capital at work for men, 
not men at work for capital. 

This, he concluded, is the demand which the 
future will make upon the business leader of 
to-morrow. It is merely an extension of the 
requirements which are being laid upon the 


CASUALTY GROUP SESSION 
Insurance Advertising Conference Men 
Discuss Agency Helps 
[By A Starr CorrESPONDENT] 


Wasuincton, D. C., October 1—The casu- 
alty insurance group session of the Insurance 
Advertising Conference, meeting at the Hotel 
Washington here to-day, was presided over by 
H. A. Warner, publicity supervisor of the Mary- 
land Casualty. Methods of educating agents 
and means whereby agents can increase their 
business occupied the entire discussion period 
and such advertising aids as direct mail, coupon 
advertising, illustrations, etc., came under the 
observation of the group. 

Among those who took part in the discussions 
were: C. E. Rickerd, Standard Accident; 
Leslie F. Tillinghast, Great American Indem- 
nity; S. C. Doolittle, Fidelity and Deposit; Van 
Zandt Wheeler, Metropolitan Casualty; W. L. 
Barnhart, National Surety; W. C. Rohrer, 
Fidelity and Casualty, and Miss Chlo Peterson, 
Business Men’s Assurance. Two fire insurance 
company men (Ray C. Dreher of the Boston 
and the Old Colony, and Chauncey S. S. Miller, 
North British and Mercantile) also took part 
in the program. 


Central Surety and Insurance Had Good 
Month 


The Central Surety and Insurance Corpora- 
tion, Kansas City, has earnings during August 
amounting to $29,005, according to an announce- 
ment made by President Fred W. Fleming. The 
corporation, which has a field force of 2500, 
was formed two years ago and has been pro- 
gressing steadily. The August report is as 
follows: 
$166,939 


Harned premiams, . 1928...» 00.00:scs000s0 


Total losses and EXPENSES... .....cccecceee 147,582 
SIDEPWEUING DEORE contin 645s 05.505 coweieys 19,357 
Ore SE ey Sree erie 9,648 
Total earnings of the company for the month 

eee re ree re er sees 29,005 
During the last four months the premiums 

SECU SROTE fase Sitges pee has sie wsnse wees 634,375 
Total losses and expensesS.............-045 569,904 
Net underwriting profit.................- 64.472 
TROCREINODE (ERTOUINE .. o <o0snvaasionte Sours 32,125 
Total profit during the four-month period.. 96,597 


—_____________. 


Iowa Deputy Commissioner Joins Mutual 
Liability Company 

Des Mornes, Ia., October 2—W. S. Dulaney, 
second deputy commissioner of insurance, has 
resigned to accept a position as manager of 
the production department of the Iowa Mutual 
Liability Insurance Company and the Iowa Au- 
tomobile Mutual Insurance Company of Cedar 
Rapids. Mr. Dulaney assumed his new duties 
on October 1. 








business men of to-day—requirements which 
they are meeting creditably every day in the 
year. As aggregations of capital are increased, 
as business organization becomes more complex, 
the responsibility becomes greater. But, then, 
as heretofore, American business leadership will 
find the strength, the knowledge and the will 
to discharge successfully its duty and its re- 
sponsibility. 
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DEATH OF A. E. STILWELL. 


Was Founder of National Surety 
Company 








HAD BUILT SEVEN RAILROADS 
Noted Executive, Ill Six Years, Retired’ 
from Business in 1916 

A. E. Stilwell, for four years president of the 
National Surety Company, New York, and the 
founder of that organization, died last week at 
his home in New York city of apoplexy. His. 
illness has lasted for about six years and he had 
not been active in business since 1916. His. 
wife, to whom he had been married forty years,,. 
survives him. 

Born in Rochester, N. Y., as the grandson 
of Hamblin Stilwell, Mr. Stilwell was noted 
as a railroad builder as well as the founder of 
one of the world’s greatest insurance companies. 
His grandfather was one of the founders of 
the Erie Canal and the Western Union Tele- 
graph Company. 

Mr. Stilwell went West while a young man. 
and went into the printing business in Kansas. 
City. Later he removed to Chicago, and for 
several years traveled through Illinois as special 
agent of the Travelers Insurance Company,,. 
later working for that company in Rhode Island. 

He returned to Kansas City in 1886 and 
founded the Missouri, Kansas and Texas Trust 
Company, which was instrumental in financing 
the Kansas City, Pittsburgh & Gulf Railroad. 
This road cost more than $23,000,000, and was 
financed by Mr. Stilwell through the panic of 
1893. The road is now known as the Kansas. 
City Southern. It was a new short line between. 
Kansas City and the Gulf of Mexico, and en- 
abled the grain grower to ship his produce to. 
deep water by the shortest haul. Mr. Stilwell 
became president of the road at the age of 
thirty-two. He built, altogether, seven rail- 
roads. 

Mr. Stilwell organized the National Surety 
Company while planning his railroad building,. 
and in 1881 sold the Surety Company to a New 
York syndicate headed by John A. McCall. In, 
1895 Mr. Stilwell organized the Central Coal 
and Coke Company. He lost control of the- 
Kansas City Southern in 1900, and immediately 
began to build the Kansas City, Mexico & 
Orient Railroad. 

Mr. Stilwell became interested in spiritualism: 
and Christian Science in his later years, and’ 
wrote several books, among them “Live and’ 
Grow Young” and “The Empire of the Soul.” 


Plan Increased Compensation for Iowa 
Workers 


Des Mornes, Ia., October 2.—The executive 
council of the Iowa State Medical Society in: 
session in Des Moines Saturday, voted unani- 
mously to approve the increased workmen’s 
compensation measure, which has been proposed 
by Industrial Commissioner A. B. Funk. The: 
measure is scheduled to come up at the next: 
session of the Iowa Legislature. 
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TOO MUCH GOVERNMENT 
INTERFERENCE IS BAD 


Commissioner Dunham Warns Against 
Possible Evils 








MASSCHUSSETS EXPERIMENT CITED 





Urges Underwriters to Put Their Own 
Companies in Order 

WHITE SULPHUR SprRINGS, W. Va., October 
2.—Pointing to the difficulties which Massachu- 
setts has encountered in consequence of its com- 
pulsory automobile liability insurance law, Com- 
missioner Howard P. Dunham of Connecticut, 
told the International Association of Casualty 
and Surety Underwriters, at their annual meet- 
' ing here to-day, that “the less our popular gov- 
ernments interfere with the management of 
business, the more beneficial on the whole and 
in the long run will be the social results.” 

“Some evils had better be left for the mo- 
ment uncorrected,” he said, “if the suggested 
hope of correcting them involves setting tasks 
for our State and municipal governments which 
they are unfitted to perform.” He said that 
one great advantage of our Federal system of 
government in which the central government is 
limited to the performance of a few functions 
necessarily national in their character, is that 
social experiments can be tried in one or sev- 
eral States without involving the whole nation 
in the hazards of these experiments. He re- 
garded it as fortunate, “that the experiment has 
been carried on in Massachusetts, for if it has 
not worked there, he said, how can compulsory 
automobile insurance be expected to work well 
everywhere else? 

The experiment, he said, had to be tried some- 
where since there is a widespread feeling that 
people ought not to be permitted to drive cars 
at high speed on public highways without fur- 
nishing some assurance that they can afford 
compensation to others whom by their driving 
they may injure in life or limb. 

Mr. Dunham pointed out the abuses that the 
law had encouraged. Continuing, he said: 

“Some of us have been watching the Massa- 
chusetts experiment with serious misgivings for 
the further reason that it was one more 
encroachment by the State upon the freedom of 
business l'fe. I am told that there are cities 
in Europe in which a boy cannot set up busi- 
ness as a bootblack without taking an exam- 
ination and getting a license. Moreover, his 
license leaves him no scope for enterprise. It 
specifies the location of his stand, and he can- 
not leave th’s location to carry on his trade 
elsewhere. All the business life of the commun- 
ity is subject to similar governmental regula- 
tion. But government by popular majorities, 
whatever its advantages, could not conceivably 
perform such functions.” 

He said that the element of the Massachusetts 
automobile insurance law which seemed a partic- 
ular cause for misgivings was the provisoin 
that premium rates were to be fixed by the In- 
surance Commissioner, he said, “the perform- 
ance of thi@ function of rate making, is always 
a dangerous task to lay upon a government of 
the popular type. Men are apt to believe what 





SAFETY CONGRESS IN SESSION 


Special Meetings Held of Insurance Groups 
of Industries 


This week the National Safety Congress is 
being held at the Hotel Pennsylvania, New 
York. Comprised in the National Safety Coun- 
cil are many industrial groups which are hold- 
ing special meetings for members of such 
groups, the speakers thereat dealing with their 
particular problems. 

Among the speakers at the Congress are: F. 
H. Wentworth, managing director, National 
Protection Fire Association; Harry E. Newell, 
engineer of the National Board of Fire Under- 
writers, and Sherwood Brockwell, deputy and 
fire prevention expert of the State Insurance 
Department, Raleigh, N. C., who will deal with 
fire prevention topics on Friday; Dr. Louis I. 
Dublin, statistician of the Metropolitan Life, of 
New York, who spoke Tuesday on the Economic 
Value of Life and Health in Industry, and the 
Accident Problem as Revealed by Statistics; H. 
W. Heinrich, assistant supervisor of the en- 
gineering division of the Travelers Insurance 
Company, Hartford; L. A. DeBlois, director 
of safety engineering division of the Nat’onal 
Bureau of Casualty and Surety Underwriters, 
New York, and Glenn W. Cook, supervising 
engineer, Travelers Insurance Company, Hart- 
ford. 

Willis H. Booth, president of the Merchants 
Association of New York, and vice-president 
of the Guaranty Trust Company, delivered the 
main opening address, and stated that many 
American industries which have been the most 
profitable are those which have taken the most 
advanced position in the consideration of the 
human factor. Mr. Booth’s topic was Humanics 
of Industry, and he dwelt on the loss of 90,000 
lives yearly by accident, and urged combined 
efforts for the reduction of the accident toll. 








they want to believe, and it is easy for any 
politician to convince voters that the rates they 
are charged for any service are unreasonably 
high.” 

Mr. Dunham concluded his address with a 
warning to the underwriters that the best way 
to avoid legislative interference with their busi- 
ness is to put their own companies and agen- 
cies in order. He said: 

“The most progressive manufacturers of this 
country have been concentrating their enregies 
on perfecting processes in the industry and on 
reducing their costs. They are passing on a 
large party of the benefit of their successes to 
their customers. Lowered prices increase the 
markets for goods. In thus managed industries, 
manufacturers are getting more business by the 
new policy than they used to get by spending 
thought and money in trying to take away busi- 
ness from other manufacturers. A _ similarly 
large-minded policy in the conduct of the busi- 
ness of insurance will in all probability produce 
similar beneficial results. Also (and this the 
point I especially desire now to make), it will 
probably so conciliate public opinion as to enable 
insurance companies to escape much shackling 
of their energies by State interferences.” 
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NATIONAL SURETY ENTER= 
ING FRANCE 


Will Also Do Business in Germany 








ONLY FIDELITY LINES INVOLVED NOW 





Hugh Nettle Becomes Vice-President and! 
European Manager 

Arrangements are being made by the Nationa!’ 
Surety Company, New York, to enter Germany 
and France to transact fidelity business. Hugh 
Nettle, a well-known surety man, has been ap- 
pointed vice-president and European manager. 
He will have headquarters in Paris and Ber- 
lin. The first public intimation of this move 
appeared in THE SpecraTor of June 14, 1928. 

The National Surety Company has had this. 
step in contemplation for some time, as it 
already has many fidelity risks in force for 
American concerns in these countries and it had! 
to establish the usual facilities for the prompt 
adjustment of claims arising there. It now has. 
decided to embark generally in the fidelity busi- 
ness. 

Mr. Nettle has had a long and varied experi-. 
ence in surety and casualty lines—having served 
his apprenticeship with several American com- 
panies—and since 1921 has been in the employ 
of the National Surety Company and has beer 
located abroad. 

The Investigation and Adjustment Bureau, 
which Mr. Nettle has been conducting in 
Europe, will continue under his direct personal 
supervision with the same facilities as hereto- 
fore and any one may secure its service for the 
investigation of risks and claims of any nature 
and in any part of Europe, Asia Minor and 
Africa as formerly. 


Kentucky Officials in Trouble 

Because of an alleged technical violation of 
law, S. M. Saufley, Insurance Commiss‘oner 
of Kentucky, and Ed. Dishman, former State 
treasurer of Kentucky, have been indicted by 
the Franklin County Grand Jury. The State 
inspector and examiner, T. Scott Mayes, 
charged that Commissioner Saufley paid Treas-. 
urer Dishman $100 per month for acting as. 
custodian of securities deposited by insurance 
companies with the State treasurer, whereas, $50: 
per month was the prescribed legal fee. Com- 
missioner Saufley is said to have increased the 
fee because it was represented to him, accord- 
ing to Mr. Mayes’ report, “that it was neces~ 
sary to employ additional help to look after the 
securities.” Mr. Mayes questioned the legality 
of the additional payment, and the governor re- 
quested the attorney-general to take action to 
recover the money. Mr. Saufley explained to 
the governor that insurance companies had com- 
plained of delays and consequent loss of inter- 
est, etc., in withdrawing or substituting securi- 
ties, and that the additional payments were 
made, with the attorney-general’s knowledge 
and approval, to facilitate the prompt handling 
of securities. 


—Regulations for the Storage, Handling and Use of 
Pyroxylin Plastic, edition of 1928, have been issued by 
the National Board of Fire Underwriters, 
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1824 1928 


Over A Century Old 
UNITED STATES FIRE 
INSURANCE COMPANY 


Home Office 
110 William Street, New York City 




















GEORGE WASHINGTON LIFE 


INSURANCE COMPANY 
Charleston, W. Va. 
Harrison B. Smith, President 
presents opportunity for liberal contracts covering definite 
territory with Home Office registry and with power of ap- 
pointment of sub-agents. 


The States of West Virginia, Vriginia, Ohio, Kentucky, 
Tennessee, South Carolina, North Carolina, Georgia, Michi- 
gan, Oklahoma and Washington. 


Address ERNEST C. MILAIR, Vice President and Sec’y. 


















































Address Home Office for Agancy Connections 


THE, HAMPTON [KOADS 





FuRE ann MARINE INSU RANIC E COMPANY 


at Gre 





GENERAL OFFICE 
NORFOLK,VIRGINIA 


HENRY G. BARBEE 
Presieent 


P. D. BAIN 
Chairman of the Board 





Equitable Life Insurance Company 
of the District of Columbia 


ORDINARY AND INDUSTRIAL 


Established in the District of Columbia, West Virginia, Ohio and 


aware 
President . . : ° " ; ‘ — P. BLAIR 
Vice Preside * JOSEPH SANDERS 
2nd Vice President (Agency Supervisor) « . WILLIAM A. BENNETT 
Secretary ; : ALLEN C. CLARE 
Actuary : Pa ; . GILBERT A. CLARE 


Main Office, 816 1th Street, N. W. WASHINGTON, D. C. 
THE PEOPLES LIFE INSURANCE CO. 


(Illinois) 
A Legal Reserve Co. Organized in 1908 


Every Desirable Provision 
Contained in our Policies 


Peoples Life Bldg. 
Chicago 


SEYMOUR STEDMAN, Pres. 


Home Office 








Great American 
Insurance Company 


= Twflnk = 


INCORPORATED - 1872 


STATEMENT JANUARY 1, 1928 


$12,.500,000.00 


ERVE >> ALL. 85 LIABILITIES 


23.42 55.21 


NET 2,85 


2 1.060,1 19.35 
56, 982.9 74.56 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$33,560,119.35 


LOSSES PAID POLICY HOLDERS 


$194,691,909.09 


HOME OFFICE 
ONE LIBERTY STREET, NEW YORK CITY 


WESTERN DEPARTMENT 
310 South Michigan Avenue, Chicago, Il. 
CG. R. STREET, Vice-President 


PACIFIC DEPARTMENT 
233 Sansome Street, San Francisco, Cal. 
CLIFFORD CONLY, Manager. 


MARINE DEPARTMENT 


NEW YORK—Ww. H. McGee & Co., General Agents, 11 So. William Street 
SAN FRANCISCO—George L. West, Manager, 233 Sansome Street 
CHICAGO—Wnm. H. McGee & Co., Gen’! Agts., Insurance Exchange Bld¢. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 


























Desirable Agency Contracts are 


available for unassigned territory 
in fourteen states. 


CENTRAL WEST CASUALTY COMPANY 


DETROIT, MICHIGAN 
Hal H. Smith, President 


CAPITAL ONE MILLION DOLLARS 
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Franklin Fire G New World Life 
INS URANCE STOCKS Arthur Atkins & Co., N. Y.......... 400 410 Charles Sincere & Co., Chicago...... 16 18 
The following quotations, as of October 1, Glens Falls as oasis . a Niagara Fire NA sila ps 
- P ur At & SPE 6 wis eee ae 
1928, are from reliable houses, and if any of J. Roy acraccy 3 Co’, 8 pheoben 6144 6244 North River Ins. Co. 
our readers are interested in stocks not appear- po ed rg gg ween: = ¢ - Raney Frere Co., N. ¥....-2-00- 340 360 
ing in this list, the Research Bureau of THE Globe : & Rutgers , mM : ‘aie J: Roy Prosser & CoN. ¥. agettees 59 61 
: wis eee 2950 enry olston 0., N. ¥...--- 
Spectator will endeavor to supply the data: Gilbert Eliott & Co., N.¥.C..21212! 2950 3050  _—PPhiladelpnia Natiorial Fire’ 
Bid Offered Great American Ins. Co. Morley, Wood & Co., Phila......... 25 28 
American Alliance L. A. Hollander & Co., i 47 49 Presidential F. & M. 
Arthur Atkins & Co., 570 590 Henry G. Rolston & Co., N. Y...... 48 4834 Charles Sincere & Co., Chicago...... 29 
American Insurance Co. * EE aged J. Roy Prosser & Co., N. VY... 47% 48% Public Fire Ins. Co. 
Arthur Atkins & Co., N. V 261% 281 Arthur Atkins & a. N.Y... 48 50 J. S. Rippel & Co., Newark......... 2534 26% 
Miliken & Pell, Newark, N.J “pein 27 2 2874 Lewis & Co., Hartford...... 48 50 Reliance Fire 
J. S. Rippel & Co., Wamwe...-.. 2634 27 Gilbert Eliott & Co., N. V.C 47 49 Morley, Wood & Co., Phila......... 27 29 
are Hollander & Co., Newark...... 2614 27% Guardian Fire Assn. Corp — Fire, Pittsbur, . 
Gilbert Eliott & Co., ee... 2617 27 Henry G. Rolston & Co., Mae ccs 119 123 Henry G. Rolston & 5 Aer 38 40 
American Reserve Ins. "Co. Pie Cora 4 % Hanover Fire (new stock) Security Ins. Co. of New ica 
J. Roy Prosser & Co., N. ¥ 88 92 Arthur Atkins & Co., N. Y.......... 80 83 Arthur Atkins & Co., N. Y.......... 131 138 
Gilbert Eliott & Co. N.¥.C..2.222! 87 bo Lewis & Co., Hartford.:............ 80 83 Lewis & Co., Hartford. ..........00. 135 145 
American Surety 8 8 Gilbert Eliott & Co., N. Y. C........ 77 82 St. Paul F. & M. Ins. Co. 
Lewis & Co., Hartford 290 Halifax Fire (ex rights) J. Roy Prosser & oe as Wr ddldwedece 209 212 
Bankers & Ship Pree Tmt Os Morley, Wood & Co., Phila......... 43 45 Meisaley & Ca, Ne Wecsvicivceoscces 208 212 
McKinley & OLN 570 590 Perez F. Huff & Co., N. Y.......... 44 46 Southern Suret 
peony ing Doll maaan ae J. Roy Prosser & Co., N. Y......... 44 46 Perez F. Huff & Co., N. ¥..--..+-++ 36 37 
Gilbert Eliott & Co., N. Y.C........ 550 600 a ee sh Co, 8. ¥ pn a Gilbert Eliott & Co., N. ¥.C....... 36 38 
Rentsere Endemnaity Civowns’) fists Athinn & Co.N.Y.......... 72 75 |‘ Stuyvesant 
Miliken & Pell, Newark, N. J........ 22% 23% Henry G, Rolston & CoN... |... 76 78 J. Roy Prosser & Co., a. Bs Pe ae 300 308 
J. S. Rippel & Co., Newark......... 22 23 eas. Viestuetiec. Arthur Atkine 1 & C Co., Miidawaned 305 315 
L. A. Hollander & Co., Newark creees 22 23 J Roy Prosser & Ce N VY . 538 544 Lewis & Co., ot eorcccccccccce 305 315 
Oa lar tesa & Co bs aes McKinley & Co.,N.W............. 540 555 Gilbert Biott & & ye Nu. C..cccces 300 310 
Feet EB eetatorn & Co, poe * S Gilbert Hiiott & Co, NY. C020, 530 550 Sun Life Assn. 
Gilbet t Eliott & Co., * V.C cone sy E 83 87 Lewis & Co., Hart! ford Werseeaeuceedoic 545 555 Lewis & Co., Hattiotl.......ccccodeess 2100 
Cima. i... .. Hudson Cas. Ins. Co. U. S. Fire Ins. Co. 
Arthur Atkins & ce Sy See 30 32 pe I errr 9 11 J. Roy Prosser & Co., N. Y.......-. 109 112 
McKinley & Co., N. ¥ Importers and Exporters Lewis & Co., Hartford.............. 109 112 
miey &@ Uo., N. X.- eee ee ecee 30 31% Arthur Atkins & Co., N.Y 86 90 
Morley, Wood & Os., \ iia Sree 30 31 Gilbert Eliott & Co.’ N.Y. aye 85 90 Universal Ins. Co. 
Ie Lg ng & Co. a seeees 30 31 Vi it—, °° Arthur Atkins & Co., N. ¥.......... 78 80 
eee. rer 0 31 Morley, Wood & Co., Phila......... 27 30 _ United States Merchants & Shippers 
J. Roy Prosser & Co., N. ¥ 58 62 Perez F, Huff & Co., N. V. 2.0.05. 26 28 J. Roy Prosser & Co., N.V.......-- 450 470 
Arthur Atkins & Co., ’N. Y m ; ; ‘ ; j ‘ f 61 65 Independence Fire Ins. Co. Gilbert Eliott & Co., N. WuiGkdacwasa 440 460 
Chicago F. & M i Morley Wood & Co., Phila......... 20 22 
ann Sincere & See +: % 18 ~~. t Wood & Gon Phila 76 78 
“Arthur Atkins & Co,, N N.Y 595 620 Lewis & Co., Hartford.............. 77 79 
Connitcial Cua ina Cos kk Gilbert Eliott & Co., N. ¥.C........ 76 79 ° _ 
Milken & Peli, Newark, N. J.. Maryland Casualty Specializing 
J. S. Rippel & Co, Newark. ee, Lewla & Co., Hastford....:......... 165 170 
+. Rey Preset & boy ag 2 ate 53 55 Gilbert Eliott & Co., N. ¥.C... 22... 160 165 
Gilbert Eliott & Co., 2 See 52 58 Merchants Fire Ins. Co. ° 
Caniinditan tt. Ces. Arthur Atkins & Co., N. YV.......... 360 390 in 
cotortey, Wood Ot ee 35 38 aay eg eng yl a a “a 
Chains Hhasate Ca, 3 Chicago. .4..... 95 2 rey ate te & Co. aro eretas 2 a N E W A R K 
° 11be! 10’ ug INe Ko Vecpeccvce 
Cee ae & Co., Chi 2 \“% 14 Missouri State Life 
se eer™ 73/4 7574 =" arthur Atkins & Co., N. Y.........- 100 ~—-:108 
. Wart Perez F. Huff & Co., New Se 99 103 
Bese = pe; aa ewe see cues 81 83 National Liberty INSUR ANCE 
J. S. Rippel & Co., Newark rts CN 92 95 Henry G. Rolston & Co., N. Y...... 98 ree 
® Gilbert lott & Co., We We Chey eens 90 95 - J. Roy ee 1 i Se 97 99 STOCKS 
West & Co, N.Y pn V7 1 McKinley & Cn, N.¥.'............ 300 —- 305 
. Gilbert Eliott & Gs. je ot > ae 17 19 vents Hartford...........+.. 300 303 
po a> a ee 87 89 J. Roy Prosser & Co., N. ¥.......-: 330 345 MILLIKEN & P ELL 
Fidelity and Casualt ie ; — te a i » «Re 330 350 
t 
Toy Promer & CoN, Yoo) eet McKinley & CoN. Ye oenes ae | 9 Clinton Street 
Gilbert Eliott & Co., N. ¥.C........ 175 185 ilbert Eliott & Co., N Y¥.C.....06- 72 75 
Fire Assn. of Philadelphia ei a 7 New Brunswick Ins. Co. NEWARK, N. J. 
Morley, Wood & Co., N. Y......... 4814 49% Morley, Wood & Co., N. Y.......... 52 55 
set s ye Co. - ee “ po New Jersey Ins. Co. Newark Phone N. Y. Phone 
iuken e Cwark, IN. Jocccccoce $ . 
Henry G. Rolston & Co. | & Seer 47% 47% aa hile - a Baste 66 70 Market 0873 Bowling Green 6489 
J. S. Rippel & Co., Newark..... 4 461% 47 TR oF P asus eC oO. NY 92 94 
prey poe yg eee rH Lewis & Co., Hartford.............. 96 99 | Sees —— — j 
Gibat Ruta Cee | CUB = Gilbert Eliott & Co., N.¥. 0.122222! 90 99 _— , 
Globe & Rutgers BANK & INSURANCE STOCKS WE RECOMMEND 
e _ 
Home Fire Security w. 1. FOR INVESTMENT 
o 
Glens Falls Insurance National Surety 
es e 
New Brunswick Fire Ins. American Equitable 
e e ° 
Halifax Fire Insurance Peoples National Westchester 
7 e — 
Amer. Equitable Assur. Milwaukee-Mechanics 
sn i nh i ‘Tagh Fie McKINLEY & COMPANY 
° agie rire 
Amer. Exch. Irving Trust Members New York Stock Exchange 
Corn Exchange Bank 
4 HENRY G. ROLSTON & CO. 44 Wall Street 
e 
J.Roy PROSSER & Co. 30 Broad Street New York City 
Dealers 12 Over-the-Counter Securittes New York City Beekman 1663 
52 William St., N. Y. Hanover 7723 Phone: Hanover 1114 
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Insurance Stocks 





(Continued) 

U. S. Fire Ins. Co. 

ee res 110 115 

Gilbert Eliott & Co., N. Y.C........ 105 112 
Victory Insurance Co. 

Morley, Wood & Co., Phila......... 27 29 
Virginia F. & M. 

Arthur Atkins & Co., N. Y.......... 127 134 

J. Roy Prosser & Co., N. Y.......+. 130 136 
‘Westchester Fire 

McKinley & Co., N. V......ccccee. 97 99 

Arthur Atkins & Co., N. Y.......... 954% 9714 

J. Roy Prosser & Co., N. Y. = 6 98 

Gilbert Eliott & Co., N. Y. C... 96 98 

HARTFORD STOCKS 

Aetna Casualty and Surety 

Conning & Co., Hartford............ 1160 1180 

SORES Mc ROO,, PAOTEIOEG, 6 ocscicecisecce 1160 1180 
Aetna Insurance (Fire) 

Conning & Co., Hartford............ 835 845 

Eewis & 'Ca., Hartiord........ccccee 835 845 
Aetna Life Ins. Co. 

Conning & Co., Hartford............ 870 880 

Lewis & Co., Hartford.............. 870 880 
Automobile Insurance 

Conning & Co., Hartford............ 425 435 

Lewis & Co., Hartford..........c00% 425 435 
Conn. General Life 

Conning & Co., Hartford............ 1750 1800 

OY 5 oe 1750 1800 
Hartford Fire 

Conning & Co., Hartford............ 830 840 

Lewis @ 6; Hartford... ......e<svess 830 840 
Hartford Steam Boiler 

Conning &:Co., Hartford .......s.00 750 775 

Lewis & Co., Hartiord........c000s 750 765 
National Fire 

Conning & Co., Hartford........... 1100 1150 

Rewis & Co., Hartiord..........000. 1100 1150 
Phoenix Insurance 

Conning & Co., Hartford........... 815 830 

Lewis &'Co., Hartford.............. 815 830 
Travelers Insurance (ex rights) 

Conning & Co., Hartford............ 1630 1650 

Lewis & (Woe, Hartland... .... icccccce 1630 1650 

NEW ENGLAND STOCKS 

American Investment Securities Co. 

Chas. A. Day & Co., Inc., Boston.... 19 22 
Boston Casualty 

Chas. A. Day & Co., Inc., Boston.... 15 25 
Boston Insurance 

Chas, A. Day & Co., Inc., Boston.... 1250 1275 
Capitol Fire Ins. Co. 

Chas. A. Day & Co. Inc,. Boston 

OE 5 Fa Sa: — 2) are 95 
EG Sor ws ore sien eaten = 6 © 285 

Columbian National Life Ins. Co. 

Chas, A. Day & Co., Inc., Boston.... 410 425 
Mass. Bond. & Ins. Co. (new) 

Chas. A. Day & Co., Inc., Boston.... 550 590 
Mass. Title Ins., Pfd. 

Chas. A. Day & Co., Inc., Boston.... 25 35 
New England Fire 

Chas, A, Day & Co., Inc., Boston... . 50 55 
New Hampshire Fire 

Chas. A. Day & Co., Inc., Boston.... 500 530 
Old Colony Insurance 

Chas. A. Day & Co., Inc., Boston.... 275 
Providence--Washington 

Chas. A. Day & Co., Inc., Boston.... 700 730 
Springfield Fire and Marine (new) 

Chas. A. Day & Co., Inc., Boston.... 200 217 
United Life and Accident Ins. Co. 

Chas. A. Day & Co., Inc., Boston... 33 38 


F. H. Davis Joins Penn Mutual Life 

Cuicaco, ILt., October 1—Frank H. Davis, 
formerly vice-president in charge of the agen- 
cies for the Equitable Life of New York, re- 
turned to the life insurance firing line here on 
Monday when he formerly took over one of the 
three local general agencies for the Penn Mu- 
tual Life of Philadelphia. He succeeded Alex 
E. Patterson who has been sent to New York 
to establish a new general agency for the com- 
pany. A huge testimonial was held last week 
which was attended by over three hundred local 
underwriters, virtually every company in the 
local field being represented. 


M. J. Volkmann Dies After Brief Illness 

Michael J. Volkmann, local secretary of the 
Globe and Rutgers Fire, of New York, died on 
Sunday last, following an operation for appen- 
dicitis. Mr. Volkmiann was 55 years old and 
was one of the oldest employees of the Globe 
and Rutgers. He went with Jameson & Frel- 
inghuysen 35 years ago. 


CONTROL OF GEORGIA HOME 
PURCHASED 
Home Fire Security Corporation Buys 
Majority of Stock 

The majority of the stock of the Georgia 
Home Insurance Company, of Columbus, Ga., 
has been purchased by the Home Fire Security 
Corporation of New York, and thus becomes a 
member of the Home Insurance Company group. 
It is intended to increase the capital from $200,- 
000 to $500,000 and to pay in $600,000 of addi- 
tional surplus, thus giving the Georgia Home 
a largely increased writing power. Rhodes 
Browne, the president, becomes chairman of 
the board, and Charles L. Tyner becomes presi- 
dent. Wilfred Kurth, C. A. Ludlun, F. E. 
Burke and V. P. Wyatt become vice-presidents 
and secretaries, and Dana Blackmar becomes 
vice-president and treasurer. 


Medical Insurance Examination 


A book bearing the title Medical Insurance 
Examination: Modern Methods and Rating of 
Lives, which was published in England in 1927, 
has had a considerable sale among life insur- 
ance companies abroad. It is written by J. 
Paterson MacLaren, M.A.,B.Sc., M.B.C.M. and 
J. P. of Glasgow University and London Hos- 
pitals, and’ late examiner for University of Cape 
of Good Hope, and chief insurance medical 
officer. After introductory remarks on the 
examination and confidential report, the book 
falls into two principal sections, one devoted to 
physical examination and the other to diseases 
as insurance impairments. There are also sev- 
eral appendixes and a copious index. Medical 
Insurance Examination contains much informa- 
tion which should be of service to American 
medical directors and examiners, and it may be 
secured through The Spectator Company at $5.75 
per copy. 


Western and Southern Meeting 

INDIANAPOLIS, IND., October 2.—The entire 
agency force of the three Indianapolis district 
offices of the Western and Southern Life Insur- 
ance Company was entertained by W. J. Wil- 
liams, president of the company at a luncheon 
at the Hotel Lincoln, September 29. Also in 
attendance were the superintendents in charge 
of the Indiana districts, consisting of J. Bowen, 
Anderson; W. B. Cox, Columbus; H. P. Dif- 
fily, Evansville; K. V. Eckhart, Fort Wayne; 
W. Klumseier, Kokomo; L. S. Dixon, Lafay- 
ette; C. A. Robinson, Muncie; W. C. Billeg, 
New Albany; C. J. Hollowsy, Richmond; C. S. 
Heckinbottom, Terre Haute; J. M. Bannoff, 
Vincennes; R. B. Duncan, Elkhart; F. L. 
Myers, Gary; S. C. Henslee, Hammond, and 
S. E. Leonardson, South Bend. 


Mutual Insurance Companies in Session 

The annual meeting of the National Associa- 
tion of Mutual Insurance Companies is being 
held this week at Milwaukee. Dr. V. A. Val- 
gren, of Washington, D. C., addressed the meet- 
ing on Rates and Reserves for Windstorm and 
Hail Insurance. 

The Federation of Mutual Fire Insurance 
Companies is also meeting at Milwaukee. 
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A. W. Frye Suspended from Office 


According to an Associated Press dispatch 
from Detroit, Mich. “A. W. Frye, supreme 
commander of The Maccabees, has been tem- 
porarily removed from office pending investi- 
gation of charges of misconduct in office, neg- 
lect of duty and incompetency, D. P. Markey, 
acting supreme commander, announced today. 
The specific charges contained in the complaint 
filed were not made public.” 

The Maccabees, of Detroit, was organized in 
1883, and reported assets on December 31, 1927, 
amounting to $37,432,185. Its insurance written 
in 1927 aggregated $32,384,370, and it closed the 
year with $209,775,892 of insurance in force. 
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if I were secking anew 
Surety connection 


By Chas. Seyler, President 


Seyler-Day Co., General Agents, 
Los Angeles, Calif. 


I would choose the National Surety 
Company for the PRESTIGE of rep- 
resenting the World’s Largest Surety 
Company; such a Company is the best 
known and therefore needs no intro- 
duction to my prospective clients. 

I would choose the National Surety Company 
for its OUTSTANDING PREDOMINANCE ia 
the insurance branches of Fidelity and Surety 
Bonds and Burglary Insurance: no multiple line 
or other company has as comprehensively and 
progressively developed these lines: the National 
Agent is the leader in his community in the latest 
types of bonds. 

I would choose the National Surety Company 
for its SUPERIOR SERVICE so important to 
the Agent, in the first instance, to secure business, 
and in the second instance to perpetuate the hold 
on business by speedy and equitable disposition 
of claims. 

And last but perhaps of greatest importance, I 
would choose the National Surety Company for 
its CERTAINTY OF SURVIVAL: Surety Com- 
panies are not unlike other business ventures; 
some achieve great success, some moderate and 
some are downright failures. I would select the 
one with the successful past: all companies, even 
the young ones have futures before them but the 
company with the successful past is the best bet 
for the successful future. I would choose the 
company that has a mortal cinch on outliving me 
and thus not jeopardize my business during a 
long hoped for career through the failure of the 
company or the selling out to another company. 

If you’d like to know more about National 
Surety Company service and would like to find 
out if we have an opening in your town, clip this 
ad, attach it to your letterhead and send to 


NATIONAL SURETY. COMPANY 


World’s Largest Surety Company 
115 Broadway New York 
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Present Day Loss Adjustments 


By SAMuEL D. MacpEakK 


Third Deputy Superintendent, New York Insurance Department 


P to a comparatively recent date, the 
| natural inference was that the public, 
insofar as the insurance business was 
concerned, meant that great body of persons and 
business institutions who, by virtue of the pay- 
ment in advance of stipulated premiums, had 
become the holders of policies, in which insur- 
ance corporations, or associations, assured pay- 
ment of indemnity upon the happening of a 
loss. More recently, however, the promotion 
of insurance companies has grown to such an 
extent that we now consider as part of the 
public which we are required to safeguard, 
those persons or concerns who have invested 
their funds in the stocks of the companies 
which undertake to provide that indemnity. 
However, we believe that the first and most 
important duty, in the line of safeguarding the 
great insurance public, is to assure to that pub- 
lic, both policyholder and stockholder, that any 
insurance corporation or association, which sells 
policies of insurance in the State, will be not 
merely solvent, but financially sound according 
to well-recognized standards as laid down by 
the legislature of the State. The superintend- 
ent believes that it is his equally important duty 
to the public, after assuring the financial sound- 
ness of the insurance institution, to, so far as 
lies within his power so to do, inculcate in the 
minds of the great body of policyholders the 
firm belief that upon the happening of the 
event or events which they have paid to be 
protected against, there will be swift and equi- 
table collection of indemnity in accordance with 
the terms of a fair contract, without any quib- 
bling, procrastination or harassment by the in- 
surance carrier. 
Bap PRACTICES 
The latter duty is not at all times a simple 
one to accomplish. Periodically there seems to 
arise a crisis of more or less seriousness in the 
adjustment of losses. Generally such crisis is 
brought about by several factors and con- 
tributed to by the assureds, the companies and 
the representatives of each. State supervising 
departments have heretofore had occasion to 
investigate various practices that were appar- 
ently becoming too general. In fact but re- 
cently, in the State of New York, an investiga- 
tion has been conducted and is still in progress 
involving the settlement of liability claims. It 
seems that not a few of the claimants and their 
representatives have been dishonest and that 
a considerable variety of tricks have been re- 
sorted to in order to collect damages on fraudu- 





Extracts from an. address before the International 
Claim Association at Old Point Comfort, Va. 


lent claims. Such practices could not help but 
react on the spirit of the claim department men 
of many companies and to instill in them the 
spirit of escaping all liability, if possible, or in 
failng to accomplsh this, to reduce liability by 
any means available. It is apparent that no 
company could honor the demands made in full 
since the claimants in many instances are busy 
padding their claims and endeavoring to secure 
the greatest possible amount in damages. The 
tendency on each side of the fence seems to be 
drifting away from fair and equitable settle- 
ments and into a “how much” and “how little” 
attitude. 


The New York Insurance Department, in 
order to counteract such tendency, maintains 
as perhaps its most important adjunct, a special 
complaint bureau whose employees are under 
instruction to receive any and all complaints of 
policyholders in respect to the collection of 
claims under policies of insurance, and thou- 
sands of such complaints are received and in- 
vestigated each year. In addition, the exam- 
ing bureau of our department is under strict 
personal instruction from the Superintendent 
of Insurance to examine regularly and thor- 
oughly the claim files of all insurance com- 
panies under his supervision, with special con- 
sideration, not only to the time within which 
claims are settled, and the adequacy of the 
amount of indemnity paid, but also with re- 
spect to the general policy of the companies in 
their treatment of policyholders. 


Now you may have a suspicion that an in- 
stitution such as a complaint bureau under 
State auspices is bound to become the dumping 
ground for a multitude of unfounded claims 
against the insurance companies. This might 
readily become so, did we not adopt the strict 
policy of ruthlessly throwing out any and all 
complaints which are conceived in fraud. Many 
of the remaining complaints while bearing not 
the slightest taint of fraud, must be just as 
firmly rejected, and that is the type of claim 
which is based upon misunderstanding by the 
assured of the coverage which he purchased. 
I suppose that the millennium will have been 
reached in the insurance business when it be- 
comes the general practice for the assureds to 
read their policies, but until then we are 
bound to have these misunderstandings, mostly 
due under present day conditions to the failure, 
or neglect or possibly the incapability of the 
insurance broker, as the assured’s representa- 
tive, to fully explain the exact extent of the 
liability which the company has assumed, but 
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partly due as well, in my opinion, to the lack 
of vision at times on the company’s part in 
issuing forms of coverage which do not grant 
the protection the assured has every right to 
believe that he has purchased. Before-passing 
let me cite an example of what I mean by this: 


An EXAMPLE 

A policy was issued by a company cover- 
ing damages by riot in connection with a strike. 
Six or seven men entered and terrorized those 
in the assureds’ premises at points of revolvers 
and scattered sulphuric acid over large quanti- 
ties of stock. The assured was a garment manu- 
facturer operating an “open shop” who had 
trouble with an alleged radical element of a 
labor association. The company denied liabil- 
ity, claiming that there must be a disturbance 
of the public peace before there is a riot, and 
that acts of malicious mischief, done privately, 
without outcry and disurbance of the public 
peace, do not constitute a riot. That certain 
of the more broad-minded company officials are 
alive to this situation is plain from the follow- 
ing extract taken from a letter written by one 
of them in regard to this particular case. 

“Tt is unfortunate,” he states, “that the pub- 
lic is purchasing the present form of insurance 
under the belief or in the hopes that it will 
cover acts of malicious mischief, whereas we 
are writing it to cover the knd of disturbance 
which very seldom occurs.” 

Among the remaining complaints, there are, 
as you must appreciate, too many claims that 
are well founded. Without intending by any 
means to give the impression that this class of 
claim makes up the bulk of our complaints, I 
would like to emphasize that class in this dis- 
cussion. It has been our experience I am very 
sorry to state, that a great many, in fact the 
large majority of those cases, could and should 
be disposed of by the companies without per- 
mitting them to reach the stage where they are 
presented to our department in the form of 
complaints. Fortunately it has likewise been 
our experience that upon submission of such 
a case to a major executive of the insurance 
company for his personal review it achieves. 
immediate disposition on a sound and amicable 
basis. 

In the adjustment of fire losses, where imme- 
diate settlement is desired and expected we find 
it conspicuous by its absence. The average 
time for the adjustment of a loss involving 
three or more companies is thirteen weeks. and 
but 5 per cent of all losses are adjusted within 
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the first month. It is difficult to escape the 
conclusion that a great many of the remain- 
ing 95 per cent of these cases could be disposed 
of in a much shorter time if the companies had 
any desire to facilitate adjustments. Numer- 
ous cases are found which show a complete 
breaking off of contact with the claimant or 
his representative in ordinary clean cases, the 
company adjuster after making an unacceptable 
offer simply tables the adjustment and leaves 
the next move to the inexperienced and per- 
plexed assured. This practise seems to be a 
general policy, almost in fact, a system em- 
ployed by certain company adjusters. In the 
light of such condition it is hard to gain the 
impression that it is a simple, direct and easy 
matter for the assured to recover the indemnity 
for which the insurance companies have long 
since received his premium. In one case which 
has been brought to the attention of the New 
York Insurance Department a company, through 
its attorney, availed itself of its privilege of 
advising the assured that he had failed to com- 
ply with the provisions of the contract by tak- 
ing seventy-two days instead of sixty days for 
filing proofs of loss, its adjuster having re- 
fused to grant an extension. The final result 
of the adjustment was that the assured’s claim 
of $6279 was paid with a deduction of 10 per 
cent as a penalty for not filing proof within 
the required time. Surely this must be con- 
sidered an illustration of autocratic and in- 
equitable adjusting. 


CatLous Craim MEN 

In casualty insurance it has been the experi- 
ence of the department examiners that, not- 
withstanding the high intention of the men as- 
signed to claim work to judge each claim im- 
partially and exclusively on its merits, they be- 
come after a few years calloused, and instead of 
painstakingly weighing the cases, dispose of 
them mechanically. Furthermore, young men, 
starting out in the claim departments of these 


insurance companies, are trained to consult and 
rely upon court decisions, as a result of which, 
it is not unusual for an overzealous claim de- 
partment to deny liability in cases, the facts 
of which bear slight semblance to the facts in 
cases judicially decided against claimants. Some 
of the disclosures of the “ambulance chasers” 
investigation, to which I have previously re- 
ferred to, do not highly recommend certain 
methods of adjustments, particularly those em- 
ployed in connection with the claims of in- 
jured infants. 

In the accident and health branch of life and 
casualty insurance many of our complaints are 
based upon the so-called “lump sum settle- 
ments,” the cause of complaint being that the 
“lump” is usually much too small. Investiga- 
tion discloses that these settlements are practi- 
cally always made immediately after the acci- 
dent or death. By such action the company 
engaging therein takes advantage of this con- 
dition to accomplish settlements for sums con- 
siderably less than it would be compelled to pay 
were proof filed and beneficiaries given an op- 
portunity to consult reliable counsel. 


The workmen’s compensation insurance laws 
were principally enacted in the various juris- 
dictions for the purpose of avoiding the expense 
of litigation which was inseparably involved in 
the old Employers’ liability insurance business 
and to do away with the uncertainty of other 
abuses which existed under that form of in- 
surance. The attention of the New York In- 
surance Departmert has been drawn to what 
seems to be the ‘growing inclination on the part 
of the claim adjusters of a number of insur- 
ance companies to deny liability for injuries 
to employees solely on some technicality that 
has no relation to the merits of the case. We 
have found, for example, a company denying 
liability for injury to a waiter on the grounds 
that the policy described the business of the 
employer as “restaurant” whereas the waiter 
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was injured while in the act of “catering.” 
Such cases could be multiplied, and only re- 
cently the New York Insurance Department 
has deemed it necessary to issue a questionnaire 
to the compensation writing companies; such 
questionnaire being designed to elicit informa- 
tion regarding the litigation of compensation 
claims, the specific purposes being to determ‘ne 
first, the extent to which this abuse has been 
developed in the compensation assurance busi- 
ness and secondly, what factor the expense of 
such litigation has been in establishing the com- 
pensation rates. 

There is one further class of complaints to 
which I would like to call your special atten- 
tion. Complaints are received which are based 
upon the needless delay in payment of a loss, 
the amount of which has been agreed upon and 
liability conceded by the companies. Investiga- 
tion discloses that the only reason the loss is 
not promptly met, is because of the fact that 
the companies involved cannot agree upon the 
extent of their individual liability. There is no 
justification for any such situation existing. 

The abuses described, though present in a 
comparatively small percentage of the com- 
plaints received, should not be the claim settling 
methods of insurance companies which at the 
time they make a contract and accept the pre- 
mium, presumably intend to fulfill and not alter 
the same. It should be their purpose to instruct 
their assureds in the coverages of which they 
are the beneficiaries and to eliminate as far as 
possible the technical clauses included therein, 
which are so often the cause of much grief. 
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Statement as of 
December 31, 1927 


(Condensed from Statement of 
U. S. Treas. Dept.) 
Admitted Assets $8,857,801 
Capital. 1,200,000 

1,409,037 
Fifteen Years of Steady Growth 


Prompt and Dependable Service 
to Both Patrons and Agents. 





We Solicit and Write: 
Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 

Workmen’s Compensation 
Employer’s and General Liability 
Burglary and Automobile Insurance 
Credit Insurance 

















Let the Southern Serve You | 
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The New Workmen’s Compensation Rating Program 


By H. P. StEttwacen, Secretary-Treasurer, National Bureau of Casualty and Surety Underwriters 


program is the most significant reform 

in rating methods which has been in- 
stituted in recent years—significant because of 
the opportunity it offers for better service to 
the entire insuring public; significant because 
it frees the agent of restrictions which have 
hitherto surrounded him in the solicitation of 
business ; significant because it enables the stock 
casualty companies to write workmen’s compen- 
sation insurance without the prospect of inevit- 
able loss. 


TT. new workmen’s compensation rating 


Oxtp MEtHops 

Before describing the features of the new 
plan, it might be well to give brief considera- 
tion to the shortcomings of the old. The pre- 
vious rating system failed to recognize in the 
premium charges the higher cost of smali risks 
from the loss and expense point of view. By 
a theory of broad general average it undertook 
to absorb the higher cost of these small risks 
in the business as a whole, which meant that 
larger risks were assessed part of the cost prop- 
erly assignable to small risks. To the stock cas- 
ualty companies, writing at least 90 per cent 
of the small risks of the United States, this 
was a serious matter. They were faced with a 
dilemma. On the one hand, obligation to serve 
the entire insuring public, small risks as well 
as large, urged them to undertake the writing 
of all risks morally fit for insurance. On the 
other hand, obligation to safeguard the interests 
of other policyholders on their books urged 
them to place restrictions on a class of business 
which must inevitably be written at substan- 
tial financial loss. 

Contrary to their inclination, the stock com- 
panies were forced to the latter alternative but 
only after they had suffered a national under- 
writing loss of $58,000,000 on their compensa- 
tion business for the period 1923-1927 inclu- 
sive. As a measure of self-defense they were 
forced to deny coverage to thousands of small 
risks inadequately rated under the old rating 
plan. Underwriting requirements were raised, 
and volume curtailed with due regard for safety. 
Meanwhile, large risks drifted away. Con- 
vinced that they were bearing part of the pre- 
mium charge which should properly have been 
levied on the small risks, they sought relief in 
self-insurance, or were enticed by the prospect 
of dividend refund from the participating car- 
riers. 

The inequity of the former system is empha- 
sized by the fact that while the stock com- 
panies, with their great proportion of small 
risks, lost millions on their business, the partici- 
pating carriers, writing a goodly share of the 
large risks, actually made money. They did it 
by taking advantage of a rating system which 
made the premiums on large risks redundant 
and the premiums on small risks inadequate. 
With them the call to serve the entire insuring 





_ Extracts from an address delivered before the Na- 
tional Association of Insurance Agents at its twenty- 
third annual convention at West eae Springs, Ind. 


public seems to have been secondary, because 
they have followed the general policy of neg- 
lecting the small employer and seeking the large 
one. 

The old rating system has hampered the agent 
to the same degree that it has hampered the 
company. The stock company agent has dedi- 
cated himself to the service of the entire com- 
munity of which he is a part. The inequities 
in the former rating structure have denied him 
easy stock insurance facilities for many of his 
clients and to that extent his opportunity for 
usefulness has been diminished. 

Further elaboration of the difficulties of the 
old system is needless; they are generally ap- 
preciated by all insurance men. Suffice it is to 
say that from the standpoint of employers of 
labor and of the stock companies and their 
agents; conditions were bad and immediate re- 
lief imperative. 


New Procram’s Factors 

The new rating program which the stock 
companies offer is made up of four important 
elements ; first, the reapportionment of losses in 
accordance with the experience indications of 
small and large risks; second, the reapportion- 
ment of expenses with due regard to the mini- 
mum cost of writing and servicing the small 
risk; third, the establishment of an adequate 
minimum premium formula with special pro- 
tective minimum premiums for certain classi- 
fications; and fourth, the amendment of the 
experience rating plan so as to give greater 
and more prompt recognition to the most recent 
experience of individual risks. 

An investigation of the loss ratio experience 
by size of risk in several States has produced 
abundant evidence of the fact that loss ratio 
varies inversely with size of risk. From the 
loss standpoint, rates have been most inade- 
quate on the smallest risks. This inadequacy 
continues to apply, though with lessening degree, 
to risks as they increase in size up to the point 
where they involve annual premiums of $300 
or $400. From that point upward, the loss ratio 
becomes favorable and continues to improve as 
risks grow larger. * * * 

In all States where there is a measurable dif- 
ference in the loss ratio between small and 
large risks, the stock companies propose to 
rectify the adverse loss ratio of small risks 
by the application of a flat premium charge 
(called a loss constant) to all policies not sub- 
ject to experience rating and to recognize the 
favorable loss ratio of large risks by reducing 
the manual rates in like proportion as they are 
increased through the application of the loss 
constant. The size of the loss constant to be 
added to the premium of non-experience rated 
risks is obviously dependent on the extent of 
the deficiency of the existing premiums for 
those risks. Where the premium deficiency on 
small risks has been greatest, the loss constant 
will be highest. 

The use of a loss constant with a concurrent 
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rate reduction is a happy solution to the prob- 
lem. On the smallest risks where the experi- 
ence is worst, premium relief is most pro- 
nounced. As risks increase in size and the 
experience grows better, the effect of the con- 
stant decreases because of the increasing size 
of the manual premium and the opposing effect 
of the adjusted rate level. Around the point 
of experience rating the loss constant and the 
depressed rate level counterbalance and after 
that point is passed, the full effect of the rate 
reduction comes into play. 

Loss constants are now be’ng successfully 
applied in the State of New York where the 
facts justified the use of three distinct loss con- 
stants: one for contracting risks, another for 
manufacturing risks, and a third for all re- 
maining classifications. These constants have 
served to produce adequate premiums on the 
non-experience rated business of the State and 
at the same time the rate reduct:ons which ac- 
companied the application of these loss con- 
stants have served to remove the redundancy 
which previously existed in the premiums for 
large risks. The proposal for the application 
of loss constants is now pending in the State 
of Massachusetts and it is planned to urge the 
proposal in other States where the experience 
justifies its use. 

The second element of the new program is 
concerned with the expense portion of the rate 
and is designed to eliminate the inequity exist- 
ing in the former system of assessing all risks 
a uniform percentage of the premium for ex- 
penses. Speaking generally, 40 per cent of the 
premium charged the policyholder was con- 
sidered adequate and necessary for expenses and 
it mattered not whether the premium was $20 
or Sn. * —* CF 

Concretely, it is proposed to apply an ex- 
pense constant, otherwise known as a_ policy 
fee, in the amount of $10 to each risk not sub- 
ject to experience rating and to offset the 
increment derived in this fashion by a reduc- 
tion of the present 40 per cent expense loading. 
A $10 fee is necessary in order to net $8 after 
commissions and taxes have been paid. The re- 
duction in the percentage expense loading 
brought about by the application of the policy 
fee to non-experience rated risks, is equivalent 
to a reduction of about 4 per cent in the rate 
level. 

It will be observed that the solution proposed 
for the expense problem is quite similar to that 
proposed in connection with losses. In both cases 
the remedy involves a reapportionment rather 
than an over-all increase and the result is a 
premium levy on small and large risks consist- 
ent with the losses and expenses incurred by 
each class individually. 

The third feature of the new program calls 
for a revision of minimum premiums. * * * 
It is proposed that the new minimum premium 
formula be fifteen times the rate instead of ten 
times the rate as heretofore. 


(Concluded on page 38) 
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The “Cub” Spins His Silken Skein Into a Net and Lands An Idea 


About Small Towns 


By A. PARKER PUSHER 








, job, can find enough to keep both mind 

and blue pencil busy around the adver- 

tising department of a growing, progressive 

company. Tasks multiply for willing hands to 
do. And busy days pass quickly. 

A month has passed since the Cub came back 
from his visit to an agency located half way 
across the nation. In that month he has made 
some progress in his campaign that was to help 
that far away agent, and others like him, save 
time and annihilate distance—not much prog- 
ress, but some, and that in itself was progress. 

But there were those endless mailing lists to 
check and classify, orders for supplies to enter 
and fill. Over and over again he had to recon- 
struct a circular for some agent whose favor- 
ite phrase seemed to be “I want to issue a pol- 
icy. ae 
But the Cub did not differ from the best of 
us in this. We are only partial masters of our 
fate. Circumstances over which we have no 
control often shape up so that they control us. 

The Cub was dictating to the Stephensjones 
agency on the Kaw. It was to be a long letter, 
and he had just said: 

“What I have written about dominating any 
field of advertising you undertake applies with 
singular—no unusual—no, applies with particu- 
lar force to the subject of newspaper advertis- 
ing. Whether you like it or not, there is a 
certain eye-catching value to the modern style 
of treatment and display in advertising that 
creates a decided handicap to the advertiser who 
uses what was once called the ‘conservative 
type’ if that old type attracts enough attention 
to be class‘fied. 

“It is not necessary, and I do not advocate 
dressing a newspaper advertisement in a pearl 
grey suit, a pink tie and white spats, simply to 
make it conspicuous, but it must be different. 
If the other advertisers in a paper are using 
heavy, black faced type, a lot of white space in 
your display will give you contrast. If they 
tun square looking spaces, a single column 
from top to bottom of the page will be differ- 
ent. If the other advertisers are making a run 
on a certain type of illustration, I will work 
out something along entirely different lines for 
At any cost and at any effort we must 


” 


Bie. an advertising man, new to his 


you. 
get contrast and attention. 

Then the telephone rang and the Cub got 
no further with his letter at that time for the 
information desk said: 

“Two gentlemen from Cambridge to see you. 
No, not the university. The agency up State.” 

And that was fate’s way. The Cub didn’t 
know what to do. A couple of local agents had 
actually called to see him—and at his office! 

What to do? 

Well the first thing the Cub did was to 
straighten his tie. Then he pulled his papers— 





those unanswered letters and unfinished layouts 
—into a neat pile. Then he missed his stenog- 
rapher for the girl had gone from the room. But 
she knew her office ground-work. The Cub 
might go up in the air, but not that young lady, 
for she had gone out into the file room and 
digging up the Cambridge file, had laid it on 
the desk of that manager of advertising and 
publicity so that he might greet his visitors by 
name when they came in. And in his heart the 





The accompanying article is the third 
of a new series of twelve which will ap- 
pear in THe Spectator from month to 
month, A Parker Pusher is a man of 
standing in the insurance world, connected 
with a prominent company—a member of 
the Insurance Advertising Conference— 
who, in these articles, sets out in an inter- 
esting and readable fashion, some ideas 
which have been evolved in his facile 
brain. They are well worth reading. 
—Enpitor’s Note. 











Cub blessed her, though to this day he has 
neglected to tell her so. Life is like that. 

The Cub knew that it would take the visit- 
ing agents some minutes to reach his office. 
How should he act? What in the world could 
he say? Then into his memory flashed a story 
under the heading something like “Remember- 
ing the Importance of Being Yourself,” by 
3ruce Barton in last month’s American. The 
Cub couldn’t quote a sentence from it to save 
his life but the passage that saved him from 
being a poser was this: 

“What is the formula for a successful per- 
sonality? There is none. Sit in the gallery 
of the United States Senate and look down on 
the men below. Here are nearly a hundred 
Americans, each of whom has somehow man- 
aged to impress himself upon the imagination of 
a State. What conclusions can one draw from 
watching them? What are the traits of ap- 
pearance, manner, and personality that bring 
political success? I defy anyone to examine 
those hundred specimens and draw any con- 
clusions at all. Every type of male is repre- 
sented: fat short men, tall thin men; men with 
splendid heads of hair, bald-headed men; men 
with smiling eyes and genial manner; men who 
look introspective and bilious. No two are alike; 
yet all have arrived.” 


Tue “Cus” Acts A Cups’s Part 
The men who make a study of such things 
tell us that a memory is completed in a mo- 
ment or in a flash and that a picture or mental 
image can be constructed about as quickly as a 
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radio message goes from Wall Street to Brook- 
lyn. In what seemed to be no time at all the 
Cub had thought out his line of action and the 
two agents came in. 

The Cub, as he rose from his chair and smil- 
ingly asked his visitors to take chairs, saw an 
old man about ready to lay down the cares of 
active business and a young fellow who by his 
bearing and manner was ready for whatever the 
coming years might hold in store, but who did 
not appear to be any too sure of what that might 
be. . 

Had that Cub been a bit more experienced he 
might have seen, exemplified by the two visit- 
ors, a cross section of the American Agency 
System. The older man representing the gen- 
erations that has made insurance what it is, 
with rather exact memories of the way the 
business was conducted and built up in his day: 
the younger man representing the insurance 
business as it will be run in the days to come 
and the ideals that will prevail in the not far 
distant future. 

But it would take much more thoughtful train- 
ing than the Cub had enjoyed to perceive in 
the two visitors the two elements in the con- 
flict that is taking place in the ranks of local 
agents, now, to-day: a battle of the ideas of 
the older men against the younger recruits. 
The older veterans with their belief that per- 
sonal friendships and man-to-man solicitation 
always has and always will be the only way 
to build agencies and agency income. The 
youngsters feeling that advertising is a force 
especially devised for muitiplying one’s person- 
ality and to make easier the way of the per- 
sonal salesman; for, they say, a force that can 
make the name of a chewing gum, a radio or 
an automobile, unknown ninety days ago, a 
firendly sounding name, can, if properly applied, 
create for them a good will and an acceptance 
of the story of stock fire insurance and the men 
who sell it. 


FoLLowING THE SILKEN SKEIN 

The Cub was young. I repeat that because 
it must not be forgotten for a moment as we 
follow his quest for knowledge in the applica- 
tion of advertising to the needs of local insur- 
ance agents. His youthfulness, or his native 
aggressiveness quickly spanned the moments de- 
voted to talks of early frosts, the winning of 
the baseball championship and those other topics 
of small talk, and he got to the point. Said 
the Cub, respectfully addressing his question 
to the older man: 

“What can I do for you in the way of ad- 
vertising help or counsel?” That word “com- 
sel” was hard for him to say: as hard as the 
first plunge into the clear, cold water of a 
northern lake. But like the swimmer, he knew 
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We Tune the Instrument 


A man’s mind is an instrument. To be successful 
as a producer of life insurance it must be tuned to 
the necessities of the business. It must be adjusted 
to the finding of prospects, to effective approach, to 
interview-control, to definite closing. Into this 
mental mechanism must be fitted knowledge of how 
life insurance covers specific needs, and knowledge 
of company policies and practices. 

This tuning and training the Penn Mutual supplies to its 


representatives, together with General Agent and Home 
Office cooperation—skilled, willing, ample. 


In our agency expansion program we have room for men 
and women who greatly desire to excel and profit. 


Wm. A. Law, President 
Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres. 


The Penn Mutual Life Insurance Company 


Independence Square 
Philadelphia, Pa. 
Founded 1847 











BALTIMORE LIFE INSURANCE COMPANY 
BALTIMORE, MD. 


WILLIAM O. MACGILL, President 


Agents desiring to connect themselves with a solid and progressive, yet 
conservative Life Insurance Company, can address S. D. Powell, Secretary, 
giving references. 

Industrial and Ordinary Life Insurance policies issued upon all attractive 
forms of policies. 











Illinois — Indiana — Iowa — Kansas — Kentucky — Michigan — Minnesota 
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Security Life Insurance Company of America I 

= 134 North La Salle Street, Chicago E 
T 0. W. JOHNSON, President 8. W. GOSS, Vice-President 
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SSNPS ITALY TOIT eR SCTE 


KEYSTONE INDEMNITY EXCHANGE 
PARTICIPATING AUTOMOBILE INSURANCE 


#110 SOUTH 16th STREET, PHILADELPHIA, PA. 


LOCAL AGENTS WANTED 


FIRE, THEFT, COLLISION, PROPERTY DAMAGE, PUBLIC LIABILITY 








a good company! 
Great Northern Life Insurance Company 


Home office : Milwaukee, Wisconsin 
Chicago office: 110 S. Dearborn Street 
























Equitable Life and Casualty Insurance Company 


OFFERS: The public the greatest value on the market including, Life time 
henefits—dividends—non-prorating and non-cancellable features—Backed 
by a second to none claim paying reputation. 

© real producers, high first commissions, substantial renewals and bonus. 
Exceptional opportunity for district managers now in Illinois, Kentucky, 
California, Colorado, Oklahoma and Indiana. 











360 North Michigan Ave., Chicago, Illinois 
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FREDERICK RICHARDSON, United States Manager 


GENERAL BUILDING - 47! & WALNUT STS. 
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OPPORTUNITY! 


Desirable Territory Open for Gen- 
eral Agencies. Liberal Contracts. 


THE CAPITOL LIFE INSURANCE COMPANY 


Denver, Colorado 
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THE PURITAN LIFE 


of PROVIDENCE, R. I. 


Operates in just two states, Rhode Island and Coa- 
necticut. Non-Participating insurance. Extra inter- 
est dividend granted under settlement options. No 
double indemnity. No monthly Income in event of 
disability. Waiver of premium only. Company’s 
practice makes new benefits retroactive for old policy- 
holders so far as possible. Agents contracts upon 
salary basis direct with company. 
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he must take the plunge before he could try his 
ability as a swimmer. 

The old gentleman smiled, rather a coldish, 
indulgent smile, as he replied: 

“T don’t know much about advertising. I 
never used it. You see, I bought this agency 
from my uncle’s widow some twenty years ago. 
It was the leading agency in the town and it 
has grown as the town grew. But I know I 
can’t run it always so I took in a partner (in- 
dicating the young man with an intimate jerk 
of his thumb) and he is interested in adver- 
tising.” 

The Cub did a wise thing then. Nobody 
ever told him to do it, he simply did it of his 
own notion—he continued talking to the senior 
partner : 

“You say you did not use advertising in your 
old agency. Didn’t you have a sign out in 
front or your name on the door? Didn’t you 
write letters asking people for business? Didn’t 
you sometimes call people up on the telephone 
about a new risk? When you paid a loss, didn’t 
you see that the newspaper reporter got the 
news?” The Cub shot his questions evidently 
confident that he could then and there nail even 
so slight an opposing thought as the idea that 
any man could carry on any business for any 
length of time without advertising. 


His ProFESSIONAL PRIDE SHOCKED 


Oh, the shock his pride in his profession was 
destined to receive! That agent’s eyes lighted 
with a good natured twinkle—he saw the drift— 
and he answered quite simpiy: “I did none 
of those things.” 

Absent-mindedly the Cub had been fingering 
a little bit of silken floss as he talked. He 
dropped it like a hot potato. His heaven had 
fallen. A miracle had happened. An agent 
had lived and prospered and paid his balances 
and had not used any form of advertising ex- 
cept the advertising of his personal services and 
the words out of his mouth, and there the man 
sat and smiled, well dressed, prosperous, actu- 
ally prosperous and happy. 

The agent continued: “When I bought the 
business I decided that my first job was to take 
care of the needs of the policyholders on my 
books. I did that. _My office was a desk at my 
home but I was always out on the street. I 
didn’t write many letters for I had no stenog- 
rapher nor any of the other things agents seem 
to need now, but every year the business was 
increased and it was good clean business and I 
knew every holder of one of my policies. 

The Cub came back: Didn’t you have any 
competition ?” 

“Oh, yes, there were a lot of agents, but my 
friends were my customers, or my customers 
were my friends, and they gave me a nice lot 
of business.” 

The bunch of silken stuff lay on the desk. As 
it had fallen from his fingers it had taken the 
form of an indefinitely formed question mark. 
The Cub said: “I see. .’ But he didn’t 
see a single gleam of light. However, he was 
learning. Oh, yes, he was learning fast. 

Then he turned to the younger man—and 
smiled. Would he and his ideas have to take 
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another count? What sort of a knockout was 


coming next? 


TALKING THE YOUNG Man’s LANGUAGE 


The young partner talked the Cub’s kind 
of talk. He opened with this: 


“It is going to be up to me to increase the 
business of the agency so that there will be 
enough money for two now, and I have heard 
of the ways other agents of the company use 
advertising and I wanted to talk with you and 
see if we couldn’t try a little advertising.” 

That was more like it. Here was that well- 
known bugbear of all advertising men but more 
especially all insurance advertising men; a dis- 


position to “try a little advertising.” The Cub 
was young: he was bold. 
“Don’t ‘try a little advertising.’ What ever 


you do do from now on. Better follow the 
traditions of your agency than to become an 
‘in and out-er’ in your advertising. Dominate, 
or don’t play—that is the only safe advertising 
course in these days of over-done advertising. 


NEWSPAPER ADVERTISING 


“Take newspapers. If you mean by your 
willingness to try a little advertising that you 
are thinking of a little card now and then, re- 
newed when the newspaper man asks for it, in 
your local paper, please forget the idea. But 


_if you can take a space big enough to be seen 


and will put a message that will discuss insur- 
ance from the point of view of a property holder 
in that space (I’ll help you write the copy if 
you wish) and will follow that space with an- 
other and then another, as big and as often as 
your budget will permit, and will run that kind 
of advertising from now on, it will some day 
prove to you that advertising can help an 
agent. 

“Tf you can only write a few letters write 
them to a few people and write to these same 
people over and over and over until the busi- 
ness men you address die—or give you their 
business. 

“You haven’t time to-day, if you must catch 
the noon train, to go over all the kinds of ad- 
vertising an agent can do if he picks out a 
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certain kind of advertising and does it well. 
There are a couple of books that will help 
you.choose the sort of an advertiser you will be. 
One is Down to Brass Tacks, by Miller. It 
will tell you how to use letters. The other is 
Advertising Property Insurance, written by 
Longnecker and Spaulding. That book will 
give you a pretty good idea of the many kinds 
of advertising and may aid you in getting one 
that will fit your needs.” 


Your ADVERTISING DEPARTMENT 


The Cub rose when his visitors did. He ad- 
vanced toward his goal several steps when he 
held out both hands; the right to the senior 
partner, the man who had punched holes in his 
pet theory that there can be no success without 
advertising, and the left to the junior partner, 
who thought he might try a little advertising. 
He said: 

“ . . and remember this, please, and 
carry the idea home with you: You have an 
advertising man working for you; just as 
definitely working for you as though he had 
a desk next to your own. And you are paying 
him just as definitely as though you has to issue 
a check to him each week—but you pay with 
good business rather than from the proceeds 
of your commissions. It is true his office is at 
the home office of the company, and that means 
that you must tell him what you want him to 
do. You must give him the facts to work with, 
and read his copy and correct his thinking—but 
you would have to do that if he were right in 
your office. It is a bit more difficult to give 
instructions by mail than across the corner of 
your desk, but it can be done. He will try 
hard to serve you—if you but call upon him.” 

The visitors were gone. The stenographer 
came back with her notebook in her hand and 
her pencil, neatly sharpened and ready for the 
tell-tale call report she knew would be dictated 
while the visit was fresh in the Cub’s mind. 
She knew nothing of the silken skein and 
where it had led her young boss. And until the 
Cub puts his thoughts down we too must 
wonder where the visit led him in his quest 
for knowledge. 
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The New Compensation Program 


(Concluded from page 33) 


Underwriting experience has shown that there 
are certain classifications which require high 
protective minimum premiums if they are to 
be written with comparative safety. These are 
classifications where the risk of catastrophe is 
high or where such factors as location and na- 
ture of operation make their cost of servicing 
almost prohibitive. Saw mills and quarries will 
serve as examples of the classifications for 
which protective minimums should be estab- 
lished. 

The fourth and final element of the new pro- 
gram affects the experience rating plan and this 
feature of the program is designed to give 
greater and more prompt recognition to the re- 
cent experience of individual risks. 

Under the experience rating plan previously 
in use, changes in an individual risk’s experi- 
ence were not adequately reflected in the pre- 
mium rates until a long time after those changes 
had been made. For example, a risk could have 
developed a’ poor experience during the first 
three years of its experience history only to 
change about completely in regard to the safety 
practices and thereby improve its experience 
in the last year or two. Under the previous 
system of giving equal weight to the experi- 
ence of each year in the experience period, 
such an assured could not get early recognition 
of the improvements which he had been able 
to make in his plant. He would have to wait 
several years until his good experience pre- 
dominated before receiving the credit due him. 
On the other hand, a risk might have developed 
a good experience in its earlier years only to 
turn bad in the last year because of careless- 
ness and the general neglect of safe practices. 
In this case the risk’s favorable rate would 
continue unduly and the increased rate neces- 
sary to remind the assured of his laxness could 
not be applied until too long after the circum- 
stances demanded. 

The new program contemplates the use of 
a weighted experience rating plan whereby the 
least weight is assigned to a risk’s oldest experi- 
ence and the greatest weight is assigned to its 
most recent experience. Under this plan more 
prompt rate recognition will be given those as- 
sured who have earned it and, on the other 
hand, penalties will be more promptly imposed 
on those assured who need to be reminded of 
their carelessness. The experience rating plan 
should be elastic enough to give early and ade- 
quately recognition to the risk’s individual exper- 
ience and it is confidently expected that the 
new weighted experience rating plan will ac- 
complish that purpose. 


This is the stock company program. It is 
not the sudden inspiration of a moment but the 
well considered conclusion of nearly two years 
of study. Part or all of it is in effect in many 
States in the Union and in some States it is 
still pending. In a few States important ele- 
ments of the program have been disapproved 
and from that disapproval there comes the chal- 
lenge to new and greater effort in convincing 
public authorities of the value and necessity for 
the new program. 


Europe Has Few Fires as Compared With U.S. 


Europe and the British Isles, Ernest 

Sturm, chairman of the Fidelity-Phenix 
Fire Insurance Company, who has just re- 
turned on the S. S. Bergengaria expressed con- 
cern over the multitude of fires occurring daily 
in the United States, as compared with the few 
blazes that break out in European cities. 

“The contrast is so striking,” said Mr. 
Sturm, “that it attracts the immediate atten- 
tion of the traveler. Here in the United States 
we have approximately a-fire a minute, on the 
average, according to the best available rec- 
ords for the whole nation, and about one every 
twenty-one minutes in Greater New York, based 
on last year’s reported blazes. 

“On the other side of the Atlantic, however, 
fires are the exception rather than the rule. I 
heard of one town on the Continent, for ex- 
ample, that had been the scene of only one fire 
in 100 years, a record that may suggest cob- 
webs on the fire apparatus, but it likewise points 
to an enviable safety of life and property. 


FRY tirore ana a six-weeks’ trip through 


“Comparative per capita fire loss figures 
stress the difference quite graphically. Last 
year, for instance, London’s per capita toll by 
burning was 40c and Sheffield’s 18¢ whereas 
cities in the United States sometimes run as 


high as $24.31 as did Montgomery, Ala., last 
year. Bangor, Me., in 1927 registered a loss 
per person of $21.91 and Milwaukee one of 
$8.52. The national per capita rate for the 
United States approximated $4, the average 
being lowered by the more favorable records of 
a good many cities. 


“The reason for the heavier losses in this 
country is found both in our temperamental in- 
difference to fire damage, reflecting our younger 
civilization, and less sturdy average construc- 
tion. Lumber is still relatively cheap in the 
United States, and where we have millions of 
frame buildings, the Europeans occupy mostly 
stone structures, the stairways of which are 
enclosed so that a blaze has little or no chance 
to sweep from floor to floor by means of these 
or other vertical openings. 


“The Code Napoleon which prevails in most 
of the Continental countries is also a factor in 
discouraging carelessness with fire since the 
law holds the persons who causes fire respon- 
sible for the damage it wreaks upon the build- 
ing he occupies and also that which affects ad- 
jacent property. The European authorities do 
not look upon the individual who has a fire 
as one to be condoned with, but as one who 
should be called to account.” 





Discusses Fire Losses 
[To the Editor of THe Spectator] 


In your issue of July 5, appeared an article 
headed, “Fire Losses Going Higher,” which 
article quoted statistics furnished by Ernest 
Sturm of the Fidelity-Phenix Fire Insurance 
Company. 

Writer, who is chairman of the New York 
City Committee of the National Fire Protec- 
tion Association was naturally interested in these 
statistics as it has been the understanding of 
our Association that some progress was being 
made in reducing fire losses and not that they 
were going higher. 

In analyzing these figures the question arises 
as to why only 63 cities were selected out of 


400, on which statistics are available; also why - 


the year 1920 was selected as a base. 

The point of greatest interest is naturally 
the amount of loss due to fire rather than the 
number of fires, this latter being the basis of 
Mr. Sturm’s figures. It may be that the num- 
ber of fires per thousand of population is in- 
creasing, or it may simply be that people are 
becoming educated to call the fire department 
for every fire, even though slight, whereas in 
years gone by the tendency was to call the fire 
department only after failure of the occupants 
of the building to extinguish an incipient fire. 
It may be that Mr. Sturm’s figures indicate in- 
creasing carelessness or they may only indicate 
additional caution in calling the fire department; 
or the figures may be explainable on the basis 
of increasing industrial activity and the intro- 
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duction of labor saving equipment in homes, 
all of which increase the number of opportuni- 
ties for fire to start. 

A thousand waste basket fires doing no dam- 
age beyond the contents of the waste basket are: 
not of great significance, but the vital point is 
that general statistics seem to show quite con- 
cluisvely a decrease in the amount of fire losses. 

Furthermore, a partial analysis of the 63: 
cities reported in your article would appear to. 
show the same trend. Our organization has. 
looked up the per capita fire losses in 1920 and 
1927 of the first 10 cities on the list, with the 


following result: 
Per Capita Fire Loss 
1920 1927 





27 
Wika tere Cain ss 3.4 5:6 doo tibb 54 4.24 3.66 
WUE, GL. vsvcs ce eecvesows se 2.79 1.83 
Weaeeesneeen. (RD. Ciiccseqicoctuecens 2.04 1.76 
EE os ccc ied seca rdiennaees 7.68 3.99 
Fort Wayne, 3.65 3.93 
Louisville, Ky. 2.85 2.09 
New Orleans, 7.51 1.46. 
Portland, Me. 3.47 4.48 
Cambridge, Mass 4.17 3.79 
Detroit, Mich. 3.71 3:27 


You will note that of these 10 cities 8 show 
reduced per capita losses. It is probable that 
the per capita loss of the other cities on the 
list, if investigated, would show a similar trend. 

It would seem, therefore, that while Mr. 
Sturm’s figures at first glance would appear dis- 
couraging, the actual situation is improving, 
although everyone must admit that it is an up- 
hill fight to induce the people of this country 
to use caution even slightly comparable with: 
that prevailing in Europe. 

Very truly yours, 
ALBERT W. PELL. 

New York, September 21. 
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ORGANIZED _\ “fama CASH CAPITAL 
1869 <= $2.500.000.00 
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<) OLD MAN OF THE MOUNTA! 
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NEW HAMPSHIRE 
FIRE INSURANCE CO. 
Manchester, N. H. 
ASSETS $14,675,712.03 


TOTAL LIABILITIES EXCEPT CAPITAL 
| $ 7.032,749.55 
| | POLICYHOLDERS' SURPLUS 

$ 7.642,962.48 














VERY hour the icy hand of winter draws 
nearer. Some stark, cold night, not so far 
distant, it will close in—surely—relentlessly—. 
A certain number of automatic sprinkler 
systems will freeze, crack, and prematurely re 
lease the flood of water meant for safety. 











Agents of this Company are making a drive 
now to cover all sprinklered risks in their ter- 
ritories by Sprinkler Leakage Insurance and are 
forestalling accidents, wherever possible, by 
preaching closed windows and other necessary 
precautions. 

When the icy clutch of winter descends, if 
it should succeed in damaging sprinkler equip- 


Down to 
Brass Tachs 


These “first readers” applaud, 





ments, no clients of our agents should suffer a “DOWN TO BRASS TACKS,” 
: * the handy office reference-book on Direct-mail Advertising as a business’ 
loss, as our agent will have been there first with thathder for incall eur and Chadiiie eautn 
the never failing protectionof a Sprinkler Leak- rain. am ei ee ee et eae aa 
us. ‘Logical in its leper ong — in its subject matter, practical in its application to the 


age Policy — IN insurance business, it will be welcomed by every aggressive insurance agent in the U. S. At, 
our firm meeting last night we changed our direct-mail system materially due to your book.” 

T. F. Horton, Vice-Pres., A. J. Love & Co., Genl. Agents, Omaha, Nebr.: “After start- 
ing the book, I was so interested, I could not leave it till I hed read it all. Any agent who will 
read the book will find his enthusiasm aroused and that ought to mean increased commissions.. 
We are going to call it to the attention of our many agents — Nebraska and Iowa.”: 
THE Javenroo f Grover F. Miller, Miller Bros. Agency, Racine, Wis.: “ ‘Down to Brass Tacks’ is full! 

Y) A, of real meat. There are more practical ideas jammed between its covers than I have found. 
in a score of other books and I have searched for something new that could be used in our; 4 
office. This book should be on the desk of every live local agent in the country.” 


~ ao fl ¢ Y N Lyle A. Stephenson, local agent, Kansas City, Mo.: “Last week I read ‘Down to Brass 
ND ) Tacks’. "t is stripped of all bunk psychology; it is a real business-builder; and hits the nail on 
~~ 5) the head. Using one of your ideas, I mailed ten letters on which the commission return was 


$285. If one puts the contents of this book into practice in a practical manner, good results 
are inevitable.” 


AND a 
ad SZ, slid, THE SPECTATOR COMPANY, 135 William Street, N. Y. City 


I enclose $2.85 for “DOWN TO BRASS TACKS”. I want to learn how Direct Mail 

















Insurance Co rv can be used as a Business-Builder. 
Executive Offices: 1 Pershing Square * 
80th Park Ave. at 42nd St., New York, N. Y. et See pers Tee ae ee ee 
‘ H Address ann aia sicncinaltaaiaan 
Yong, im: the Pacific Coast Dept., San Francisco, Calif. ag” 





United States 
THE NATIONAL INSTITUTION WITH A WORLD WIDE BACKGROUND 
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POSITION WANTED 


Special Fire Insurance Agent wants position 
with a good Company, Fifteen years experi- 
ence. Prefer anywhere from Pennsylvania to 
Maine as a field. Address Special Agent, 
care of Tue Spectator, 185 William St., New 
York. 








Actuarial 


Independent Adjuster 





























‘hey RR SE 


Prominent Agents and Brokers 


GEORGE B. BUCK 
ACTUARY 


Specializing in Employee’s 
Benefit and Pension Funds 


























LEON IRWIN & CO., Inc., New Orleans, La. 
Representing 
ity Phenix Fire United States Fire National Fire of 
of New York of New Hartford 


Yor! 
- ~ we of Hart- National Liberty of = Amsterdam 


New York asualty Co. 
State of Penn. Indemnity Company 
Stu tof New of America 


k 
°BROKERS’ LINES SOLICITED 





25 SPRUCE ST. NEW YORK 
a ee 
aa 











JNO. A. COPELAND 
Consulting Actuary 


Suite 1027, Candler Bldg. 
ATLANTA, GEORGIA 

















ADJUSTERS & APPRAISERS 
LIMITED 
Incorporated 1914—Dominion Charter 


Claim Adjusters for Insurance Companies 


UNDER ALL POLICIES 


HEAD OFFICE: 465 St. John St., Montreal. 
Telephone Main 3300-2607 |% 
BRANCH OFFICE: 11 Mountain Hill, Quebec City [fF 
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Actuarial 


















Established 1865 by David Parks Fackler 
EDWARD B. FACKLER WILLIAM BREIBY 


FACKLER and BREIBY 


Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 
25 CHURCH STREET NEW YORK 
oe 














MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 
Bar Building, 36 W. 44th St. 
NEW YORK 

















WOODWARD, FONDILLER and RYAN 


ConsuLTING ACTUARIES 
INsuRANCE ACCOUNTANTS 








Harwood E. Ryan 
Richard Fondiller 
Jonathan G. Sharp 


75 Fulton St. 
New York 








DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 














CHICAGO 








JAMES H. WASHBURN, F. A. I. A. 
Consulting Actuary 

LIFE INSURANCE — Ordinary, Intermediate, 

Group, Industrial and Special Classes 
WORKMEN’S COMPENSATION 
Expert Advice on Domestic, Tropical and 
Semi-Tropical Business 
Cable Address: Gertract, New York 
420 LEXINGTON AVE. NEW YORK CITY 














Room 101 Memorial Bldg., Nashville, Tenn. 

















HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 





E. L. MARSHALL 


CONSULTING ACTUARY 
Hubbell Building 














DES MOINES, IOWA 





AE TC 











T. J. McCOMB 


CONSULTING ACTUARY 


Colcord Bldg. OKLAHOMA CITY, OKLA. 





alia 











FRANK M. SPEAKMAN 
Consulting Actuary 
Associates 


THE BOURSE PHILADELPHIA 














alias 











L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


128 North Wells Street, Chicago 



































JAMES R. COTHRAN 


Consulting Actuary 


306 Candler Building 
ATLANTA, GA. 























SIDNEY H. PIPE, 
Fellow, Actuarial Society of America, 
Fellow, American Institute of Actuaries, 
Associate, British Institute of Actuaries. 
MAJOR E. P. S. A a pes 
Associate, Actuarial Society of America. 


PIPE & ALLEN 


Consulting Actuaries 
1711-1712 Metropolitan Bidg., Toronto, Ont. 





PRODUCING PERMANENT 
POLICYHOLDERS 


Embracing Sales Plans of 
144 Leading Life Underwriters 
This valuable new salesmanship book is 
divided into two parts, one designed especially 
for inexperienced life insurance solicitors, and 
the other for experienced life underwriters. 
The chapter titles are: 
PART ONE—FOR THE INEXPERIENCED 
AGENT 


Intelligent Prospect- Closing the Transac- 
ing 
Common Sense Ap- 


proach 


tion 

Selling Insurance to 
Women 

Meeting Objections Nailing Lapses at 
with a Smile Their Source 

Things to Know—Some to Forget 
PART TWO—FOR THE EXPERIENCED 
UNDERWRITER 


Definite Ideas Off the Beaten 
Path 
Programming Insur- 


Setting a 


oa. 
Keeping Old Con- 
tracts Bright ance 
Cracking Some Hard Newer Plans of Pro- 
Nuts tection 


Agency Building and Claims Service 
Producing Permanent Policyholders 


sets forth many proved plans and _ business- 
getting experiences of men who have made 
outstanding records in the life insurance busi- 
ness and are thus qualified to offer sound 
advice and suggestions to others. 


This practical work is_ substantially : 
bound in cloth and contains 224 pages 


Price, $2 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 














Translations 























SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


1131 Candler Bldg. ATLANTA, GA. 
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H. J. WERDER 
Translations 
from English, German, French, Spanish, Italian, 
Dutch, Danish and Norwegian into German and 
English. 
20 years insurance experience 
FIRE AND MARINE WORK 
80 MAIDEN LANE, ROOM 1801 JOHN 2484 











Ask for Rate Card 





Liability of Automobile Users 
for Personal Injury 
By Clayton G. Hale 


A new booklet for distribution 
among large users of automobiles, 
as an unusual and effective sales 
document for Automobile Liability 
Insurance. 

PRICES 
Single copy, 50 cents 


12 copies.... 4.80 50 copies. 16.25 
i .. 875 100 * .. 30.00 
THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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“WHAT PROFITETH A MAN”— 


Fact is, he doesn’t—if his service to his clientele is limited 


Can you write kiddies the same as grown-ups? 
Can you write women the same as menP 
Can you write a policy on a new-born babeP 


Can you write non-medical P 


Maybe your service IS limited 


Uncommon agency opportunities still open in California, Illinois, lowa, Kan- 
sas, Minnesota, Missouri, Nebraska, Oklahoma, South Daktota and Texas. 


NATIONAL FIDELITY LIFE INSURANCE COMPANY 


RALPH H. RICE, President 
HOME OFFICE KANSAS CITY, MISSOURI 























(CINK UP (wma THe @)LINCOLN) A POLICY YOU CAN SELL! 


Our Company offers complete protection 
$5,000 
ALL IN ONE POLICY 


Any natanal BO. dens is tsetse costaiees $ 5,000 
Any accidental death... ......-ccccscceee 10,000 
Certain accidental deaths................ 15,000 
; F Accident Benefits $50 per WEEK 

Why are Lincoln National for fifty-two weeks. 

Life men working with such 7 y aescintes rio an 


special enthusiasm this Disability Income, Waiver of 
Premiums, etc. 


=~ month? Also $5,000 “Preferred Risk” Policy—high value— 
Answer: low premiums; age 35, $19.91 per $1,000. Endow- 
ment age, 85—Juveniles, age 10 years and upward 

—Monthly Income—Non-medical. 





















October is the birth month of Vice 


President Walter T. Shepard and 

the LNL men are paying him per- Insures and assures your client’s future and yours. 

sonal tribute and honor. Are you interested in an agency? Our Vice-Pres- 
ident, Eugene E. Reed, will tell you all about it. 

Write him direct—and directly. 





THE LINCOLN NATIONAL 


LIFE INSURANCE COMPANY UNITED LIFE 
“Its Name Indicates its Character” 
ee cea AND ACCIDENT INSURANCE CO. 
Insurance in force more than $557,000,000 flow Hazepehive INQUIRE! 
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GLOBE MUTUAL LIFE 
INSURANCE CO. 


431 S. Dearborn Street, Chicago, Illinois 








Incorporated by the State of Illinois 1895 


T. F. BARRY, FOUNDER 











CLAIMS PAID “ON SIGHT” 





WM. J. ALEXANDER 
Secretary 


POSE BARRY DIETZ 


President 


























Field Annuals 


Insurance Directories 


for 


*Greater New York Tennessee 
North Carolina 
South Carolina 


Virginia 


{New York State 
New Jersey 
Kentucky 

Texas 


®City and Suburban. 
tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


, 0. BOX 617 LOUISVILLE, KY. 


SARA ARNDT ETI TE 
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Some Problems 
of Longevity 


An Aid to Individual and Public Health 


A Broad and Absorbing Review of Factors Af- 
fecting Health and Length of Life 


By Frederick L. Hoffman, LL. D. 


Consulting Statistician The Prudential Insurance 
Company of America 


The scope of this valuable work is shown 
by its chapter titles: 


Introduction 

What is Longevity 

Problems of Human Increase 
The Marital Death Rate 
Fecundity and Birth Control 
Wasted Children’s Lives 

The Health of Primitive Man 
Civilization and the Death Rate 
The Health of the Negro 

The Dangers of Motherhood 
The Bar Sinister 

Health in the Tropics 

What Causes Death 

Vanishing Malaria 

Lingering Leprosy 

When the Heart Fails 

The Increasing Menace of Cancer 
Social Diseases 

Resistant Tuberculosis 

No Diphtheria 

Smallpox and Vaccination 
What is Hodgkin’s Disease? 
What is Addison’s Disease? 
Sunlight and Health 

The Human Constitution 

The Price of Health in Industry 
Long Life in the Army 

Health and Long Life in the Navy 
Living Underground 

Americans in Liberia 

Health Progress of East Africa 
Living in the Arctic 

The Rockefeller Foundation 
America’s Bloody Trail 

Tired of Life 

Disease Inheritance 


PRICE, $6 


Liberal discounts on quantity orders 


THE SPECTATOR COMPANY 
CHICAGO NEW YORK 
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The Colonial Life Insurance Company of America 


Insurance in Force 


One Hundred Million Dollars 


1927 Showed Greatest Gains in History 
of Company 





Wide Variety of Ordinary and 
Industrial Policies Give Agents Un- 
usual Money Making Opportunities. 





OFFICERS 
E. J. Heppenheimer, President 
George T. Smith, Vice President E. C. Wise, Treasurer 
Chas. F. Nettleship, 2nd Vice President S. R. Drown, Secretary 


Home Office—Jersey City, N. J. 








DISTRICT MANAGERS WANTED 


We have a few openings in North 
Carolina available to men who can 
qualify as organizers and personal 
producers. 

Exceptional contracts with top 
commissions and life time renewals. 

Openings at 
CHARLOTTE WILMINGTON 
RALEIGH WINSTON-SALEM 


Write F. A. HICKS, Superintendent 


Guarantee Fund Life Association 
Omaha, Nebr. 


ORGANIZED 1901 


Largest Organization of its Kind in America 

















Are You The Man? 


If so, and you can prove it, an unusual opportunity awaits you. Anestab- 
lished and progressive 


LIFE INSURANCE COMPANY 
intends to open an Agency in 
BRADFORD, PA. 


If offers—to the right man—an exceptionally good proposition. 

The man we want must have a clean and commendable record. He should 

also know how to select, train, and stimulate sub-agents. 

Compensation will include generous commissions and renewals with drawing 

account or salary and expenses. 

: you can “‘fill the bill,” write and tell us all about yourself, in strict confi- 
ence. 


Address Agency Manager, care THE SPECTATOR. 




















GRAND RAPIDS. 
MICH. : 


tO} am oh O] oO) Ba 
sht Wa ELABORATE DISPLAY 


We have something to’ offer in the way 
of a general agency that is very attractive to 
find with an old, conservative life company. 
It will pay anyone interested to investigate. 


All communications confidential. 


BOX 54 
Care of THE SPECTATOR 




















GOOD INTENTIONS 
By W. C. Moore 


This new life insurance leaflet portrays the tendency of 
the average man to put off doing the good things he intends 
to do in the way of providing for his family. A most inter- 
esting and impressive story. Prices: sample copy, 15 cents; 
50 copies, $4; 100 copies, $7; 500 copies, $28; 1,000 copies, 
$45. 

- THE SPECTATOR COMPANY 


CHICAGO NEW YORK 














Wilmer L. Moore, President 


Selling Helps 
Ages 30 days to 65 years 
Participating and Non-participating Standard and Sub-standard 
Non-medical 
Good available territories in eight Southern States 
E. S. Albritton, Vice-President 


The Southern States Life Insurance Company 
- | ATLANTA, GEORGIA 
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IM FINK and Bert 

Gilmore, local insur- 
ance agents in a thriving 
industrial town, were thor- 
oughly scared. 


Only the week before, 
insurance trade papers 
had reported that self-sat- 
isfied agents had lost in- 
surance business on nearly 
a billion dollars in prop- 
erty value last year, simply 
because competitors had 
shown local agents’ 
clients how they could 
reduce insurance rates 40% to 80% 
by installing automatic sprinklers. 
And now Gilmore had just heard 
that a big city broker was at work 
in their town using low sprinkler 
rate bait in angling for Fink & 
Gilmore’s large line clients. 


“Well, Jim,” said Gilmore, “only 
way we can meet this competition 
is to offer the same kind of proposi- 
tion and do it quickly. May lose 
some commissions but that’s better 
than losing the accounts altogether. 


GRINNELL 
COMPANY [x 


Executive Offices: Providence, R. I. 


Branches in all principal cities 









Foolish we didn’t see that before. 
Only wish we knew more about 
sprinklers.” 


“No use complaining now, Bert. 
Grinnell’s been warning us for 
some time that this was likely to 
happen. Let’s send for their sprin- 
kler expert right away. Then we'll 
submit sprinkler plans of our own. 
It will lower our commissions on 
fire policies, but I bet we can get it 
all back by selling other protection 
such as use-and-occupancy, liabil- 


Our 


business 


» 
etition ! 


ity and so forth. Lot of our 
customers said they could- 
n’t afford much besides 
fire insurance with the 
rates so high, but the 
saving with sprinklers 
will cover the other insur- 
ance, too, and our com- 
missions will be about 


the same as before.” 
* * * 


Fink was exactly right. 
He and his partner, with 
Grinnell’s help, managed 
to hold most of their ac- 
counts where sprinklers 
were a factor. Today their commis- 
sions total larger than ever, but the 
credit they got for lower rates 
would have been doubly effective if 
they had been first to suggest sprin- 
klers instead of waiting until their 
hand was forced. 

Today, thinking agents every- 
where are insuring their business 
against competition by being first 
to point out the advantage of Grin- 
nell Sprinkler installations. It will 
pay you to do likewise. In any case 
send for our free booklet. 


v v 








Grinnell Co.. Inc., 256 W. Exchange St., Providence, R. I. 


Please send, free, “The Local Agent and Automatic 
Sprinklers”—and Roger W. Babson’s letter that analyzes 
the advantages of the Grinnell Sprinkler Finance Plan. 
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